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CO-OPERATIVE AGENCY 
ADVERTISING GROWS 


Syracuse Insurance Agents’ Club Takes 
Nearly Quarter of a Page in 
Local Paper 








RAPS “BOOTLEGGER” INSURANCE 


Widespread Movement to Give Insur- 
ance Strong Position in Adver- 
tising Columns 


Co-operative advertising on the part of 
insurance agents is growing in all parts 
of the country, particularly where there 
are exchanges, clubs and other organi- 
zations, the membership of which con- 
sists of the leading agents of a city. 

The papers are full of department 
store and bank advertisements, and 
there is every reason why insurance 
should take its place along with the 
others. An individual insurance ad or 
two, the custom in the past, does not 
make much of an impression on the 
reader, but a good-sized space, featur- 
ing insurance with a bang and carrying 
the names of the leading agents, is an 
asset to the local fraternity and insur- 
ance as a whole. It is regrettable that 
more of these advertisements have not 
been published in the past. 

The Syracuse Ad 

On Monday morning the Insurance 
Agents Club of Syracuse, N. Y., took 
up nearly a quarter of a page in- the 
“Post-Standard” of that city with this 
advertisement: 

Bootleggers 
There are bootleggers and there are 


bootleggers. Some peddle whiskey and 
some peddle insurance. 

Do you patronize the insurance boot- 
legger, or do you patronize the legiti- 
mate, fully equipped insurance agent 
who is licensed by the state and vested 
with authority by his companies to 
issue policies and pay claims as they 
arise, to serve you at all times in a 
businesslike and painstaking manner? 

This association stands for clean 
practice and the expert handling of un- 
derwriting problems and is opposed to 
the insurance bootlegger. 

Resolve to deal direct with a respon- 
sible agency and the bootlegger will 
soon cease to annoy you. 


Insurance Agents Club of Syracuse. 


It was signed by these agent mem- 
bers: A. T. Armstrong Co., Baker & 
ae Co., Frederick V. Bruns, Inc. 
(W. . Allis, V. P.), Bowen, Perry & 


(Continued on page 24) 
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PHCENIX 


ASSURANCE COMPANY LT© OF LONDON 


(ESTABLISHED 1782) 


First British Insurance Office Established in United States in 1804 


An OLD LINE COMPANY 
with an OLD TIME POLICY 
of ASSISTANCE and SERVICE 
to its ee and ASSURED 
bt AS at el ae 
FIRE, AUTOMOBILE and ALLIED LINES 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 























*‘AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY’’ 


1792 hf 1921 


CAPITAL $5,000,000 


FIRE—AUTOMOBILE—MARINE 


Brokerage. and Service Department 


CHAS. F. ENDERLY, Manager 
122-126 WILLIAM STREET, NEW YORK CITY 


INSURANCE COMPANY of NORTH AMERICA 


PHILADELPHIA 




















INSURANCE IN FORCE OVER $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


THE 


EQUITABLE LIFE OF IOWA 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


NEW BUSINESS IN 1920 OVER $52,000,000 











$3.00 a Year; 25c. per Copy 


NEW VICE-PRESIDENTS 
OF MISSOURI STATE 


Major John J. Crowley, Who Resigns 
From Travelers; John J. Moriarty 
and William E. Russell 





O. SHEPHERD MADE ACTUARY 


Company to Open Accident and Health 
Department With Major Crowley 
in Charge 


At a meeting of the board of directors 
of the Missouri State Life held this 
week three second vice-presidents were 
elected as follows: Major John J. Crow- 
ley, John J. Moriarty and William E. 
Russell. 

It was also announced that the com- 
pany is to open an accident and health 
department. 

Major John J. Crowley was born in 
Hartford and spent his school days in 
that city. Upon his graduation from 
the Hartford High School, he went to 
work for the Travelers with which com- 
pany he was for sixteen years and in 
which time he worked himself up until 
four years ago he was placed in charge 
of the actuarial division of the accident 
department. In 1919 he was made an 
assistant secretary. During the war, 
Major Crowley was loaned by the 
Travelers to the government to serve 
as assistant to the director of the War 
Risk Bureau and was then transferred 
to the War Department in charge of 
insurance work at port of debarkation, 
camps, cantonments and army head- 
quarters throughout the country. His 
new duties take effect on March 1 and 


he will be in charge of the company’s 
accident and health department. 
Careers of Messrs. Moriarty and Russell 

John J. Moriarty was born in 1883 and 
was with the old Hartford Life. Since 
January, 1918, he has been assistant 
secretary of the Missouri State Life, 
his duties being in connection with the 
agency department and he will continue 
along the same line. 

Mr. Russell was educated in St. Louis, 
was in the navy for four years, was for 
five years with the Mississippi Valley 
Trust Company and one year with the 
Central National Bank of St. Louis. 

He came with the Missouri State Life 
in 1915 in the investment department 
and has been manager of the mortgage 
loan department since 1918. 

Clinton O. Shepherd, who succeeds 
George Graham as actuary, was educat- 
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ed at Kalamazoo College in Michigan. 
His former connections have been one 
year with the Security Life of Amer- 
ica; one and a half years wih Mutual 
Life at Chicago; and five years with the 
United States Annuity & Life, having 
been actuary of the latter company for 
three years. Later, he became actuary 
of the National Fidelity Life, and came 
to the Missouri State Life in October, 
1917 as assistant actuary. He is an asso- 
ciate member of the Actuarial Society 
and the American Institute. 





RESPONSIBILITY ON EMPLOYER 
(By Cross-Atlantic) 

London, Jan. 10.—A recent decision 
in. regard to industrial insurance lays 
down the basic principle that it is the 
duty of the employer, rather than of 
the employe, to see that the provisions 
of the Insurance Act are carried out. 
In fact, in the particular case in ques- 
tion the employer in the case was fined 
for employing workmen whose insur- 
ance cards were not in perfect order. 
There are indications that the Govern- 
‘mental control of insurance is going 
further, in the regulation of existing 
institutions as well as in the extension 
and creation of new forms of insur- 
ance. 





NEW GROUP SUPERINTENDENT 





Howard R. Hill, of Connecticut General 
Life, Saw Interesting Service 
With Troops Abroad 





Howard R. Hill has been appointed 
superintendent of the group insurance 
department of the Connecticut General. 
He is a graduate of Trinity College, 
class of 1915, and for a time was assist- 
ant librarian there and at the Western 
Reserve University, Cleveland. He saw 
service at the Mexican border as a mem- 
ber of Troop B, Hartford, and in the 
war rose from second lieutenant to 
captain. During the last four months 
of the war he served with the Italian 
forces and was with the army of occu- 
pation at Fiume, made famous by a 
warrior-aviator-poet. In July, 1919, he 
joined the Connecticut General at Phila- 
delphia. 





AGAINST FAKE CLAIMS 





Organization Protecting Companies 
Against False Liability Claims to 
- Elect Officers 
—_—s 


The Alliance Against Accident Fraud 
will hold its annual meeting and elec- 
tion of officers and directors in con- 
nection with a dinner at the Yale Club, 
January 29, at 6.30 P. M. 

This organization is supported by 
voluntary contributions from insurance 
companies for the purpose of investi- 
gating suspicious claims against liabil- 
ity and the work is necessarily confi- 
dential. The office at 15 Park Row 
contains a miniature rogues gallery of 
persons believed to have an unnatural 
aptitude for falling into coal holes and 
otherwise trying to take advantage of 
what they charge to be owners’ neglect. 
Co-operation with appropriate depart- 
ments of the City is facilitated by hav- 
ing the City as a member of the alli- 
ance, being the member probably the 
most constantly harassed by suits aris- 
ing from accidents occurring from such 
things as broken sidewalks. 





OLD AND NEW AGENTS SPEAK 


“The Old Insurance Man” by one of 
its oldest agents (Charles E. Ferrell, of 
Eastern Indiana); and “The New Insur- 
ance Man” by one of the newest agents 
(J. C. Caperton, city manager at Indian- 
apolis), were two of the interesting 
talks made at the banquet of the In- 
dianapolis Life, fifteenth anniversary 
agency convention. Frank P. Manly pre- 
sided as toastmaster. 





The Federal Life closed the year with 
$46,000,000 insurance in force. Its in- 
come was $2,175,000. Insurance gain 
during 1920 was over $10,000,000, 





Improved Disability Provision 


ee may be made as soon as disability occurs—no p.obationary 
period. 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


ability. 


Monthly payments, lifelong, conditioned on permanence of dis- 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


_ Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


the insuring public. 


For terms to producing Agents address ‘ 


The Mutual Life Insurance Company. 
of New York 


34 Nassau Str:et, New York 





~~ 
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BACK IN FIELD DEVELOPMENT 

Edward S. Andrews, who for several 
years has been manager of the group 
insurance department of The Pruden- 
tial, has been appointed manager of 
Ordinary Field Development by the com- 
pany. 





Three recent group cases of the Con- 
necticut General are Horwath & Hor- 
wath, public accountants; G. Washing- 
ton Refining Company, and Parrish & 
Co., stock brokers. 





The Connecticut Mutual’s mortality 
for 1920 was 62 per cent. 
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The Guardian Life Health Service 


A genuine service to policyholders—An unusual selling aid. 


The results of health examinations under The Guardian 
Life Insurance Company of America’s Health Service during 


the past five years: 


34% were found to have some moderate physical impairment 
or defect requiring some form of hygienic guidance or 


minor medical attention. 


33% were found to have some moderate physical impairment 
or defect requiring some form of medical supervision or 
treatment in addition to hygienic guidance. 

17% were found to have some slight physical impairment or 
defect requiring observation or hygienic guidance. 

13% were found to have some advanced physical impairment 
or defect requiring systematic medical supervision or 


treatment. 


3% were found to have some serious impairment or defect 
urgently demanding immediate attention. 

Conclusive evidence of the value of this service to the 
policyholder. The Health Service is part of the Guardian’s 
comprehensive program of service to the policyholder while 
living. Every person protected by a Guardian contract is en- 
titled to the privileges of the Life Extension Institute without 
cost, including an annual medical examination every year 


beginning with the third. 


Service to policyholders is the best service to agents. 


The Guardian Life Insurance 


Company 
50 Union Square 


of America 
(Established 1860) 


New York City 


For a direct agency connection, address 
T. Louis Hansen, Vice-President 





Julian S. Myrick Talks _ 
to Accident Agents 


SHOULD SELL LIFE AS WELL 





Mutual Life Manager Tells Accident 
& Health Society Members How 
to Increase Opportunities 





To be true to his client an accident 
and health agent should try to sell him 
life insurance, said Julian S. Myrick, 
of Ives & Myrick, managers of the Mu. 
tual Life, at the monthly dinner of the 
Accident & Health Society held recent. 

.ly at the Drug & Chemical Club. _Here 
are things an agent is now able to of. 
fer: double indemnity in case of acci- 
dent; one per cent a month of the face 
of the policy in case of total disability; 
the face of the policy in case of death; 


the return of more than has been paid 
in at the end of 20 years. :In addition 
the salesman can approach his prospect 
with the assurance that comes from 
knowing that no one carries as much 
life insurance as he should. This latter 


conclusion Mr. Myrick has made as the * 


result of scientific calculations, evolv- 
ing tabulations as to what a man should 
carry in proportion to his salary, his 
other income and his savings. 

A Virgin Field 


From -the salesman’s point of view, 
particularly, there are three 
visions of life insurance and they apply, 
respectively, to individuals, to busi- 
nesses and to inheritance taxes. An ex- 
ceptionally fine field for business insur- 
ance is the gratuitous covering with an 
endowment policy by the employer for 
the type of employe who is faithful and 
steady but lacking in qualities likely to 
raise him from the ranks. Of course, 
the employer is the berieficiary but a 
separate agreement with.the employe 
provides for the payment of the policy 
to the employe at maturity or to the em- 
ploye’s beneficiary in the event of his 
death. This idea tends to make the 
employe much more loyal and efficient. 

Insuring payment. of the inheritance 
tax, so as not to encumber the estate, 
is another fertile field pointed out by 
Mr. Myrick. Since it may apply to any 
person likely to leave an estate of 
$50,000 or more, almost any man with 
a good business is a prospect. Life in- 
surance is exempt from the inheritance 
tax only up to $40,000, if applied to a 
given beneficiary and, if to the estate, 
none is exempt. 

Among other valuable suggestions to 
life insurance agents, Mr. Myrick said 
that an accident and health man, enter- 
ing this field, would do well to educate 
himself as to life insurance and to an- 
nounce his new line to his clients. He 
will find that he will thus be in a posi- 
err to sell life insurance in large quan- 

es. . 





CONNECTICUT GENERAL’S YEAR 

The grand total of $157,860,600 of 
new insurance written was the result 
of the efforts of the Connecticut Gen- 
eral Life Insurance Company for 1920 
according to the preliminary figures as 
given out by Secretary R. H. Cole. Of 
this amcunt $55,962,000 was group in- 
surance. The gain in volume of insur- 
ance in force was $95,795.000. The esti- 
mated paid-for life insurance will be 
90 per cent of the total written of more 
than $140,000,000. 





APPOINTED GENERAL AGENTS 

The Snader & Wirkman Agency has 
succeeded the Triangle Agency in 
Philadelphia as the general agency of 
the Philadelphia Life Insurance Co. 





TO MEET IN WEST BADEN 
The 1921 convention of the National 
Association of Life Underwriters will 
be held in West Baden, Ind., September 


6, 6 and 7. 


subdi- - 





Abc 
eral | 
the I 
in ch: 
tant 
a joil 
day @ 
Hotel 
openil 
pany’s 
A. Da 
V. We 
cussio 
specifi 
ered | 
Home 
life in 
surant 

, busine 

Whi 
buyers 
surant 
Equitz 
that v 
of the 
ing bu 
1921. 
cludes 
numbe 
or mo 

Pres 

“Evi 
will fi 
the re 
ing ins 
which 
$385,0( 
amoun 
insura! 

“The 
bered | 
ance, 
make | 
the ag 
be mac 
sold e: 


® and ev 


met wi 
other 1 
rather 
year it 
ents v 
those ¢ 
agencic 
it impo 
record. 
the co1 
not gre 
and tr 
though 
should 
dently 
greater 
in the | 
will be 
recogni 
importé 
play in 
service. 
“The 
the’ boo 
phases 
ers sho 
merits 
in orde 
preciate 
and pw 
opportu 
Maintai 
cumsta 
surance 
sources 
We sho 
reductic 


Two — 
have be 
tive Cor 
for licer 
tion, 








, 1921 


—$———. 


Ks 
ants 
VELL 


cident 
Low 


cident 
ll him 
yrick, 
e Mu- 
of the 
ecent- 
.Here 
to of- 
- acci- 
> face 
dility; 
leath; 
1 paid 
dition 
spect 
from 


much 
latter 


is the * 


evolv- 
hould 
y, his 


view, 


subdi- - 


upply, 
busi- 
Ln ex: 
insur- 
th an 
sr for 
1 and 
sly to 
urse, 
but a 
ploye 
Olicy 
e em- 
f his 
» the 
cient. 
tance 
state, 
it by 
) any 
e of 
with 
fe in- 
tance 
to a 
state, 


ns to 
said 
n ter- 
icate 
O an- 
He 
posi- 
quan- 


EAR 
0 of 
esult 
Gen- 
1920 
2s as 

Of 
p in- 
nsur- 
esti- 
il be 
more 


TS 





January 21, 1921 


THE EASTERN 


UNDERWRITER 











Equitable Managers 
in Conference Here 


pAY OPTIMISTIC ABOUT 1921 





Plan to Increase to 2,000 Number of 
Agents Who Produce $100,000 
or More 





About one hundred twenty-five gen- 
eral agents and agency managers of 
the Equitable Life Assurance Society, 
in charge of the agencies in all impor- 
tant cities of the United States, held 
a joint conference on Monday, Tues- 
day and Wednesday of this week at the 
Hotel Pennsylvania, New York. At the 
opening session a review of the Com- 
pany’s 1920 business by President W. 
A. Day was read by Vice-President J. 


V. Westfall. In addition to a general dis- © 


cussion of sales promotion, various 
specified forms of insurance were cov- 
ered by the members of the Equitable’s 
Home Office Staff, particularly, group 
life insurance, accident and health in- 
surance, inheritance tax insurance and 
business insurance. 

While the public is passing from a 
buyers’ to a sellers’ market in life in- 
surance as in~ everything else, the 
Equitable’s managers generally feel 
that with increased effort on the part 
of the agency forces the record-break- 
ing business of 1920 can be exceeded in 
1921. The program for the year in- 
cludes a plan to increase to 2,000 the 
number of agents who produce $100,000 
or more of insurance annually. 

President Day’s statement follows: 

“Every Equitable man and woman 
will find cause for great satisfaction in 
the record made in 1920. Our outstand- 
ing insurance amounts to $2,656,000,000, 
which is an increase for the year of 
$385,000,000, and our new paid business 
amounts to $529,500,000, including group 
insurance of $52,500,000. 

“The year 1920 will long be remem- 
bered as a wonderful year in life insur- 
ance, but the Equitable can and will 
make 1921 still better. The real test of 
the agency and managerial forces will 
be made this year. Insurance has been 
sold easily during the past two years; 
and even the poorly qualified agent has 
met with some measure of success. In 
other words, insurance has been bought 
rather than sold. During the coming 
year it will have to be sold, but the ag- 
ents who are qualified and trained, 
those of the field forces who have their 
agencies weli organized, will not find 
it impossible to surpass even last year’s 
record. The need for life insurance in 
the coming year will be as great as, if 
not greater, than during the past year, 
and trained agents will succeed even 
though general business conditions 
should prove less favorable. I confi- 
dently expect the results of 1921 to be 
greater than those of any previous year 
in the history of the Equitable, and they 
will be if you as agents from the first 
recognize your own possibilities and the 
Importance of the part which you can 
Play in the development of Equitable 
service, 

“The conservation of the business on 
the books is one of the most important 
Phases of an agent’s duty. Policyhold- 
ers should be made acquainted with the 
merits and progress of their Company 
in order that they may the better ap- 
Preciate the Equitable, its significance 
and purposes. You will thus have an 
opportunity to bring home the need of 
Maintaining their policies, and, if cir- 
cumstances justify, to increase their in- 
Surance. Lapse is one of the great 
Sources of waste in life insurance, and 


We should all address ourselves to its 
reduction.” 





TWO REPRIMANDS 
‘ Two New York City general agents 
— been reprimanded by the Execu- 
ay Committee of the local association 
toe ensing the secretary of a corpora- 
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The Prudential 


Insurance 


Company 


-of America 





FORREST F. DRYDEN 
President 


HOME OFFICE 


Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 








Veteran Prudential 
Editor Retires 


JOSEPH ATKINSON’S FINE WORK 





Has Done Much to Uplift Agents; 
Wrote for Publications of the 
Company 





Under the caption “Editor Atkinson 
Says Au Revoir,” The Prudential an- 
nounces through its “Weekly Record” 
the retirement of that veteran and 
gifted publicity man, whose work in 
Prudential publications has done go 
much to encourage agents, both new 
ones and veterans. 

This is The Prudential’s announce- 
ment: 

Fortunate the man who is blessed 
with a friend whose every intent is 
to uplift him to where enthusiasm and 
confidence will form an indissoluble 
partnership with him in honest toil 
for work’s just reward. Ever since 
he entered the employ of our company, 
Joseph Atkinson has given whole-heart- 


edly this help, and men all over the 
field will miss his kindly words of ad- 
vice and his messages of cheer, for 
he has retired from active service. 
There the crowded and pleasant recol- 





JOS. ATKINSON 


lections of his Prudential days will 
bring the smile of true happiness at 
the memory of a task well performed. 

On the last day of the old year a 
number of the officers and associates 
of Mr. Atkinson proceeded to his office 
to grasp his hand and extend their 
best wishes for his health and pros- 
perity. 

Mr. Atkinson was presented with a 
handsome clock, as a slight token of 
the esteem of his old friends. This, 
he said, he would cherish as a remem- 
brance of the happiest days of his life, 
when work could not be called work, 
because it had been his greatest joy 
and pleasure. He looked back over his 
many years of service with pardonable 
pases. knowing that he had always done 

is best to help and inspire and to 
give courage to others that they might 
have the fullest measure of success. 
He thanked the officers for making 
this his last day of service the great- 
est to be remembered, and it was out of 
a deep heart that he uttered a fervent 
“God bless you all, my good friends.” 

Editor Joseph Atkinson joined us on 
September 18, 1893, devoting himself 
to special literary and publicity work. 
He was a contributor to “The Pruden- 
tial,” then published monthly, and “The 
Prudential Review,” published i 
ly. When “The Prudential eekly 
Record” was established, March 12, 
1894, Mr. Atkinson became connected 
with it, first as contributor, then as 
editor, which position he has since held. 


As stately ships meet on the deep 
and signal words of greeting as they 
pass, so men meet in this world and 
exchange greetings in the brief space 
of their business years. Joseph Atkin- 
son has met us and gone on his way 
laden with a full cargo of good wishes 
for his future happiness from his num- 
berless friends and acquaintances, 
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High Cost of Cheap Life Insurance 


As Seen By Maryland Assurance Corporation 




















Term insurance is generally sup- 
posed to be the least expensive form 
of life insurance; endowment insurance 
is often spoken of as the most expen- 
sive: both of these popular ideas are 
wrong. 


Term insurance does cost less in the 
beginning. But the final cost of term 
insurance is Aigher than the net cost 
of endowment insurance. For instance, 
the ten years endowment policy is usu- 
ally referred to as an extremely high- 
priced life insurance contract, and it is 
true that the annual premium deposit 
on this policy is relatively large; yet 
the’ net cost of a ten years endowment 
policy is lower than the cost of a ten 
years term policy. 


To illustrate this, suppose that of 
two policyholders, each thirty years 
old, one invests in a ten years endow- 
ment policy .in the amount of ten 
thousand dollars and the other buys a 
ten years term policy of the same 
amount. At thirty, the annual pre- 
mium deposit on a ten years endow- 
ment policy is $91.51 per thousand: dol- 
lars. At this same age the annual pre- 
mium on each thousand dollars of ten 
years term insurance is $9.44. Now 
suppose that both of these policyhold- 
ers continue thei» respective poli- 
cies for five years, and then for per- 
sonal reasons find it advisable to dis- 
continue the insurance. The man who 
carried term insurance has paid a total 
of $472.00 in premiums, and of course 
under his term contract there is no 
cash value: his policy becomes void 
and valueless at the end of the last 
year in which he paid a premium. The 
other man, who carried ten years en- 
dowment insurance, has deposited in 
premiums a total of $4,575.50 during 
the five years. but his policy now has a 
cash value of $4,360.00, which he can 
secure upon surrendering the policy, 
and this will make the net cost of car- 
rying the ten years endowment con- 


tract just $215.50, or less than half 
the cost of the term policy, which we 
have seen was $472.00 for the five years. 

Furthermore, if instead of cashing 
in on his policy, the man who carried 
the ten years endowment contract de- 
cides to take extended insurance com- 
bined with what is called pure endow- 
ment, he can, without any further pay- 
ment of premium deposits, have the 
policy continued in force for five more 
vears, during which period his bene- 
ficiary will receive the full amount of 
the insurance in the event of his death, 
and at the end of this period of ex- 
tended insurance the policyholder him- 
self, if living, will receive $4,910.00 in 
cash. That is, he gets back $334.50 
more than he paid to the Corporation, 
and though he has paid premium de- 
posits for only five years, he has had 
full life insurance coverage for ten 
years; while if the man who purchased 
term ‘insurance decides to continue his 
policy for another five years, making 
ten years in all, his total outlaw 
would be $944.00—the ten vears term 
policyholder has paid $944.00, and the 
ten years endowment policyholder has 
made $334.50 as the result of carrying 
the same amount of life insurance pro- 
tection, ten thousand dollars, for the 
same period of time, a difference in 
favor of the endowment policy of 
$1,278.50. 

Term insurance sounds like it costs 
less than other forms of life insur- 
ance; but in the final analysis it reallv 
costs more than even the apparently 
high-priced endowment policies: term 
insurance has no investment value, the 
premium is barely sufficient to pro- 
vide for the payment of claims, and a 
term policy therefore does not earn 
anvthing for the policyholder; while in 
endowment insurance the investment 
value is so substantial that the policy- 
holder, in addition to getting full life 
insurance protection, actually makes 
money on his endowment contract. 








AFTER THE RAPTURE, WHAT? 





A Policyholder and a Pre-Millenarian 
Asks This Newspaper an Interest- 
ing Question 





From F. A. Haight, of the Old Colony 
Smokeless Coal Company, 50 Broad 
Street, New York, The Eastern Under- 
writer has received this letter. Maybe 
some reader of the paper can answer Mr. 
Haight. We cannot. 


Editor The Eastern Underwriter: I 
am going to raise a question regarding 
insurance, in which I would like your 
advice as to whether any opinion has 
been rendered heretofore. 1 

I carry several life insurance policies, 
beneficiaries of which are my wife, 
children, mother, etc. I am a firm be- 
liever in the second coming of the Lord 
and hold the pre-Millenarian view. I 
believe His return imminent, and when 
that occurs, the elect who believe in 
Him will be caught up together with 
those who sleep to meet with the Lord 
in the Heavens. This event has been 
termed, as you may know, “The Rap- 
ture,” and will precede the great 
Tribulation Period which will be fol- 
lowed by the Millennium. 

The question which I raise regarding 
insurance is, that after the Rapture 
there will be, as it were, a large number 
of missing ones from the earth who had 
been thus caught up. What attitude will 
insurance companies take in connection 
with the payment of any policies, 
should the insured be one of the miss- 
ing ones with no visible proof of death, 
and where the beneficiary has not had 
@ part in the Rapture, but still living, 


or in the case where the beneficiary is 
an institution? 

If this matter has been discussed or 
you have any data bearing upon it, I 
should very much appreciate having 
your advice. 

F. A. HAIGHT. 





“MOTHER GOOSE” PAMPHLET 





Thousands of Copies Will Go to School 
Children from Offices of Metropolitan 
Life Insurance Co. 





The Metropolitan Life has prepared 
for children a new pamphlet, “The 
Metropolitan Mother Goose.” 

The pamphlet has been arranged with 
the idea in mind of educating children 
in the fundamentals of healthful living 
by means of pictures and rhymes which 
will appeal to their imagination. In 
fact, one of our promising youngsters 
who received a copy of “Mother Goose,” 
has responded to its appeal in a manner 
that has delighted us. This child had 
been permitted to stay up at night 
with the rest of the family and had 
been given coffee at meal times with 
the grown-ups. After having the rhymes 
of “Mother Goose” read to her, she sur- 
prised her father by requesting to be 
told when it was eight o’clock so that 
she might go to bed early as “Mother 
Goose” said she should. Of her own ac- 
cord, she also stopped drinking coffee 
to take milk instead. We are hopeful 
that “Mother Goose” will have a similar 
effect on every child who obtains a 
copy. 








IMPERIAL BUILDING 


411-13 WALNUT STREET 


PHILADELPHIA 





OF SPECIAL INTEREST TO FIELD MEN 





~ The Perfected Endowment Plan has been embodied in a 
volume of one hundred and eighty-four pages, containing 
working formulae, basic tables, net premiums, reserves and 
endowment accumulations, maturing at ages 45, 50, 55, 60, 
65 and 70; also net premiums for converting Ordinary Life 


‘ policies already issued into Full Paid Life or Endowments 


maturing at ages 45, 50, 55, 60, 65 and 70 regardless of the 
date of issue, without the payment of the difference in back 
premium with interest, or become a lien on the policy, and 
the policy forms for the Perfected Endowment Plan. 


Its object is to furnish efficient service and to co-operate 
with Life Insurance companies for the successful inauguration 
and promulgation of the Plan. To give the Plan universal 
publicity through high class mediums of universal circulation, 
which will bring thousands of inquiries. The persons making 
these inquiries, we believe, can best be served by referring 
them to the Field Men in their respective localities, who are 
shareholders in the Perfected Endowment Company. 


Shares are hereby offered to Field Men in limited 
amounts and as broadly scattered as possible, so that each 
shareholder can attend to the prospects in his immediate 
locality and surrounding territory. ° 


The right to cancel subscriptions and return the money 
paid on same, is reserved for the purpose of limifing the 
number of shareholders in a given territory, thus assuring 
each shareholder as nearly equal opportunities as possible 
from this source. 


The management is in the hands of competent men with 
thirty to forty-five years’ experience, in official and other 
capacities, in the Life Insurance business, whose constructive 
ability has earned for them the high positions they now hold. 


A twenty-four page prospectus has been prepared, giv- 
ing a synopsis of this book with samples of different tables, 
and will be mailed to any applicant upon request. 


Write today and get aboard quickly. 


PERFECTED ENDOWMENT COMPANY 


411-13 Walnut Street, Philadelphia, Pa. 





The adoption of this plan in no way interferes with 
the old forms of policies, it simply adds a new line of 
attractive policies that it is believed will havé a ready 
sale. 
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Company of 


Founded 1865 « 


The Provident Life and Trust 


(Pennsylvania) 


Philadelphia 





satisfaction. 


PROVIDENT agents are selling not only protection but 


The policy-holder who matures a Provident Long Endow- 
ment is a center of Provident influence in his community. 


PROTECTION+ THRIFT = SATISFACTION 














Allotments Made By 
a Goal Committee 


———— 


HOW IT IS DONE IN WHEELING 





Letter of Committee in Law & Roberts 
General Agency of Northwestern 
Mutual Life 





Law & Roberts, successful and ener- 
getic general agents of the Northwest- 
ern Mutual in Wheeling, W. Va., have 
appointed a goal committee which has 
assigned quotas for 1921 aggregating 
$11,450,000. The top men are Ray C. 
Roberts and Russell L. Law, both of 
whom were assigned $700,000. In a 
letter to agents, Irma Workman ex- 
plains about the goal committee as 
follows: 

Fellow Agents: Perhaps a brief word 
of explanation relative to the goals set 
by your committee is in order. 

So far as possible we followed closely 
the idea of each agent as to his indi- 
vidual goal. Where two or more men 
sent in widely varying goals and the 
committee considered their opportuni- 
ties about the same, then their goals 
were adjusted accordingly. 

Some men demonstrated in 1920 that 
they possessed great driving power and 
the committee tried to set a goal that 
would be worthy of their best efforts. 
Just one illustration of this is the work 
of W. P. McCue, of Morgantown. In 
July and October he put on campaigns 
that netted large amounts of insurance. 
He was unable to devote full time to 
the work in the earlier part of the 
year. His total paid-for business was 
$365,250. We set $600,000 for his 1921 
goal as a worthy total to strive for. 

These factors were considered in set- 
ting the goals: 

1. Experience, which should mean 

added efficiency. 

. An allowance for growth, for we 
all want to keep on the up-grade. 
. The fact that a goal is something 
we should look up to—not down 
upon. A total that can be easily 

reached is not a worthy goal. A 

g0al should be high enough to call 

forth our best efforts. It should be 

a real stimulus on the other hand. 

We have set no goal that is im- 

possible, 


———— 
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We have placed the agency goal at 
$10,000,000. 

The majority of individual reports 
favored this figure. The total of the 
individual goals is $11,450,000, which 
leaves a considerable margin for safety 
above the $10,000,000. 

With individual goals totaling $11,- 
450,000, ten million should be a safer 
goal for 1921 than eight million was for 
1920, for in 1920 the individual goals just 
reached $8,000,000. 

The majority of agents did not get in 
a full year in 1920. We have added ex- 
perience and a full twelve months ahead 
in 1921. ‘ 

Furthermore, at the suggestion of 
Paul Smith, the general agents were not 
assigned a goal for 1921, since from the 
company’s standpoint their duties are 
along the line of development and or- 
ganization rather than personal produc- 
tion. They expressed a willingness to 
accept a goal, but were overruled by 
the committee. However, their produc- 
tion is an additional margin of safety 
for our goal. 

We wish every agent the full measure 
of success throughout 1921 and pledge 
you our efforts to the utmost to put 
every goal across. We know you join 
us in return. 

Fraternally yours, 
The Goal Committee, 
By IRMA WORKMAN. 

In case any agent feels that an adjust- 
ment should be made in his goal for 
the year, please bring the matter to the 
attention of the goal committee at our 
Wheeling meeting next month. Both 
the committee and the general agents 
want the full co-operation of every agent 
in placing personal goals. 





WROTE EIGHT BROTHERS 

Leonard S. La Rue, of the Omaha 
agency of the Mutual Benefit, recently 
wrote a family of eight brothers. There 
are ten Mutual Benefit policies in that 
family for $42,000 in all. All of the 
eight brothers served in the War. The 
father gave each of his sons a start 
with a $5,000 life insurance estate, pay- 
ing the premiums until they become of 
age and financia!ly able to take care of 
themselves. All are on the accelera- 
tive endowment plan. 





Charles B. Crain, of the Bankers of 
Des Moines, paid for more than a 
million in seven months of 1920. 


Not to Examine 
$1,000 Risks and Under 


TO TRY OUT PLAN 





IN CANADA 





Confederation Life, London, Manufac- 
turers and Excelsior Among Com- 
panies to Adopt Scheme 





Several Canadian companies. have 
adopted or will adopt a plan to dis- 
pense with doctors’ examinations of ap- 
plicants for $1,000 policies. 

In place of the examination and re- 

port of the medical man, the applicant 
has to answer a series of questions em- 
bodied in the application form. The re- 
plies to these questions, which have to 
do with personal health, habits, etc., 
end family history, will form a guide 
for the companies, in place of the doc- 
tor’s report, in deciding upon accept- 
ance or rejection. It may appear that 
the companies are taking a big chance 
in thus accepting an applicant’s state- 
ment in place of the doctor’s testimony 
as to physical condition. But after all, 
the medical report is but one of various 
considerations upon which companies 
have to base their decision. The ag- 
ent’s own report upon the man will 
now assume much more importance 
than before and the fact that the 
signed statement of the applicant is 
part of the consideration upon which 
the policy is issued will be appreciated 
by the insuring public, as any policy 
can be voided for fraud. The agent 
can easily influence a man’s thought in 
the right direction in this regard. 
; “Non-examination has been practised 
in England for years in order to meet 
the views of people who are ‘finicky’ 
about undergoing the physical test,” 
says “Canadian Insurance.” “At the 
present time several -companies there 
have the scheme in operation, and for 
policies up to quite respectable 
amounts, although there is a lien 
against the policy for the first three 
and second three months. The Cana- 
dian plan, which is only for policies up 
to $1,000, does not impose any lien, nor 
any extra charge. : 

The Actuaries Club of Toronto has 
discussed the non-examination plan for 


THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


INSURANCE, COM 
WILLIAM N. COMPTON, General Agent 
; Metropolitan District 
St. Paul Bidg., 220 Broadway, New York, N. Y. 











small policies at various times during 
the past few months. It has the merit 
of relieving the small policy of part ot 
the heavy first year cost—the doctor’s 
fee. There is the possibility of some 
little selection against the company 
creeping in but this the actuaries are 
inclined to consider so small as to be 
we'l worth taking a chance upon. The 
Confederation Life have all their ar- 
rangements made for putting the plan 
into operation; the London Life, the 
Manufacturers and the Excelsior among 
others are prepared to go ahead with 
it. Other companies have the matter 
under consideration and will probably 
come to a decision at an early date. 
The Confederation Life plan applies 
to males, and to unmarried women and 
widows, between the ages of 20 and 45. 
Other companies’ plans will likely have 
similar restrictions. 





CHICAGO APPOINTMENTS 





George M. Herrick and Theodore T. 
Redington Made General Agents 
of Provident Life & Trust 





George M. Herrick and Theodore T. 
Redington special agents of the Provi- 
dent Life & Trust in Chicago, have 
been appointed general agents in that 
city in succession to Paul Loder, who 
has been recalled to the Home Office in 
Philadelphia as superintendent, of the 
Home Office general agency. Before 
going to Chicago in 1916 Mr. Loder 
was one of the assistants to the man- 
ager of the insurance department at 
the Home Office of the Provident. 

Mr. Herrick is one of the veterans 
of the Provident staff in Chicago, hay- 
ing been with the company for twenty 
years. He was prominent in the educa- 
tional field before taking up life insur- 
ance work and was at one time presi- 
dent of Washburn college. Mr. Reding- 
ton is a son of another of the veterans 
of the Provident force, Major E. D. 
Redington, who has a retord of thirty 
years in the company’s service. The 
younger Redington entered the service 
of the Provident shortly after gradua- 
tion from Dartmouth. He left the life 
irsurance business to take up advertis- 
ing work, but returned to it in a short 
time and has made an excellent record 
as a personal producer. 





Ira Jewell Williams has been elected 
a director of the Fidelity Mutual Life. 








} 








The Test of Service 





The ultimate success of a life insurance company de- 
pends upon what those who have bought its ag in the past 


think of the 
Mutual 


service they have received. 


passes this test with flying colors. Over $45,000,000 
or 35%, of the business delivered ha 


e Massachusetts 


st year was on the lives of 


men and women already insured in the Company. 
JOSEPH C. BEHAN, Superintendent of Agencies 
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LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incerperated 1951 
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In 1919 


44 General Agencies paid for 
$88,000,900 


Standard Business 
Dividend Scale Maintained, Surplus Increased 


New England Mutual Life Insurance Co. 
Boston, Mass. 
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Many Humanitarian 
Endowment Policies 


PHILANTHROPY GROUP SPIRIT 








Love of Church and College Finds Its 
Way Into Furnishing Insurance 
Protection 





The endowment of churches by 
means of life insurance is a growing 
practice; true also of hospitals, of beds 
in hospitals, chairs in colleges and of 
colleges themselves. The motive is 
love of humanity, love of alma mater, 
public spirit. 
of life insurance by philanthropists and 
humanitarians Mutual 
“Points”: 
Philanthropic and Church Endowment 

The endowment of churches by 
means of life insurance is being done 
to a considerable extent. This is true 
also of the endowment of hospitals and 
of colleges, and of beds in hospitals 
and chairs in colleges. It grows 
out of the love and consequent de- 
votion of members of churches, 
friends of hospitals, and, usually, alum- 
ni of colleges. It is am easy way to 
provide an endowment to become avail- 
able at a future, specified date. In the 
case of a church,—and what follows is 
applicable also to other similar organi- 
zations,—it may be one in which there 
is a fine unity of spirit, expressed in 
efficient parish service, missionary 
service, or community service. The 
members love their church, they are 
proud of it, they are ambitious for it, 
and, further, their devotion to Chris- 
tianity is a dominating power in their 
lives. And so, looking ahead for the 
church’s welfare, and yet wishing to 
serve a little more fully now, members 
take Endowment policies on their lives, 
payable in ten or twenty years—the 
Twenty Year Endowment policies be- 
ing perhaps the more common. Some- 
times a group of well-to-do members 
join in this insurance, carrying $10,000 


or $20,000 each, which creates a total 


endowment fund of fifty to a hundred 
thousand dollars or more. The poli- 
cies are made payable to the church 
corporation or to the proper authority. 
If any one of these insured members 
dies before the policy has matured, the 
amount of the insurance is paid to the 
church, and the endowment fund is 
then started. It will grow with interest 
additions, of course, and when the oth- 
er policies mature it will be complete. 
Sometimes a single individual alone 
shows his devotion to his church by 
insuring for its benefit. 

The endowment fund provided by 
several insurers can be used in sev- 
eral ways. For example, such a fund 
would eventually pay, through a sink- 
ing fund, for the building of a new 
church or a new parish house or some 
other building for parish use. Or part 
of the fund can be used for some ob- 
ject, and the interest on the remainder 
be used in parish work. Or the fund 
can be kept intact, and only the in- 
terest on it be used. There is never 
any need to hunt for uses for money 
that comes into the possession of a 
church. The issuance of such policies, 
made payable to an organization, gives 
security and boldness in entering upon 
extensions of work and new kinds of 
work, because there is no need of lay- 
ing aside money out of current income 
to provide for enterprises to be under- 
taken in the future. 


Annual Income For Church 


In a mutual life insurance company, 
dividends are paid annually to the pol- 
icyholders. In the Mutual Life’s pol- 
icy «Xe provisions for the use of these 
dividends are such that they could be 
of much use in the current work of a 
church. The annual dividends on in- 
surances aggregating say $50,000 or 
$100,000, under Twenty Year Endow- 
ment policies, would add a very com- 
fortable sum to the annual income of 
the church, and thus after one year 
from the issuance of the policies the 
insurance would begin to serve the 
parish. 


In discussing this use’ 


Life says in. 


On the other hand, suppose that the 
dividends were used to buy dividend 
additions. In that case the policies 
would be maturable somewhat sooner 
than in twenty years, depending upon 
the age of the policyholders when the 
policy was issued. Or, again, if an ear- 
lier payment than in twenty years was 
not desired, the original aggregate sum 
insured would be very materially in- 
creased by dividend additions accumu- 
lated throughout the entire premium- 
paying period. 

Our dividend provisions, therefore, 
are flexible enough to give the church 
the choice of adding the dividends 
from year to year to the parish income, 
or of causing the policies to mature 
somewhat earlier than the specified 
date, or of materially adding to the 
amount of the proposed endowment 
fund when the policies had become 
payable. 

One valuable feature about a life in- 
surance gift is that there can be no 
question of whether or not the estate 
will be large enough, in these tax- 
troubled days, to pay the bequest, and 
no legal delays in paying the amount. 
As soon as satisfactory proofs of death 
are received, and the claim is approved 
by the Company, the amount of the 
policy is paid; or if the insured lives 
until the maturity date, payment is 
equally prompt. A _ quick, -clean-cut, 
satisfactory transaction. Z 





TAX RULING 





Premiums on Policies Held For Col- 
lateral For Loan Deductible 
As Business Expense 





Office Decision 396 (Bulletin 6-20), 
holding that premiums paid on a life 
insurance policy required as collateral 
for a loan are deductible as a business 
expense, is to be strictly construed. 
The policy must have ‘been taken out 
for the sole purpose of using it as se 
curity for the loan. A taxpayer is not 
permitted to deduct the premiums paid 
on a policy taken out prior to the ne- 
gotiations for a loan and later assigned 
to the lender as security for such loan. 
The subsequent assignment of the pol- 
icy to the lender is merely incidental 
to the purpose for which the policy was 
secured, and no additional expense is 
incurred or loss sustained by virtue 
of its temporary use as collateral. The 
increase in the cash surrender value of 
a policy accruing during the period it 
is used as collateral is not to be con- 
sidered in computing the net income 
of the person who pays the premium. 

A corporation which takes out a pol- 
icy on the life of one of its officers for 
the purpose of using the policy as col- 
lateral may not deduct the premiums 
paid thereon. 





MORE MORTGAGE LOANS 

At the annual meeting of the Canada 
Life Assurance Company in Toronto 
last week President Cox explained the 
conditions which will compel the life 
insurance companies to undertake a 
larger share of this mortgage invest- 
ment which is so essential to the coun- 
try’s national growth. Discussing the 
exchange problem, President Cox re- 
ferred to the difficulties of loan compa- 
nies depending upon borrowed funds 
for their investment resources because 
of their inability to secure further 
funds profitably from Great Britain. 
This would force them to sell their de- 
bentures at home, though in the latter 
instance they would be handicapped by 
competition with long termed Govern- 
ment and municipal securities. 





DISABILITY STATEMENT 

The Illinois Life makes the following 
statement: 

Fifteen thousand is the maximum 
amount that will be issued on one life 
with double indemnity and income dis- 
ability benefits. 

On Monthly Income policies the D. I. 
and I. D. Benefits will be granted up to 
$100 per month initial insurance. 

Neither the double indemnity pro- 
vision, nor any form of disability ben- 
efit will be granted in policies issued 
on the lives of women. 


A PERTINENT QUESTION 
If you find it hard to live within your 


income, how do you expect your wife to. 


get along without it? asks the Guardian 
Life. 





The Federal Life made a gain of 40 
per cent in its accident and health de- 
partment premiums last year. 


CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory ig ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. ° 


Union Mutual Lif 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 


HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 
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The 60th Annual statement 
shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819,— 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388, . 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 

















| Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 





a. 





We have passed the 


Half Billion Mark 





With over 
$530,000,000 


of insurance 
now in force 











Bankers Life 
Company 
Des Moines - - lowa 


Geo. Kuhns, President 














GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 


) WILL PAY THEM WELL 














THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE . 


Ambitious, Producti’e = Trustwo: 
y 
W. S. WELD, Superintendeat of Agencies 


Life Agents may be benefitted 
with 
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Catholic Mutual Benefit 
40 P. C. Dividend 


LIQUIDATION WORK 


QUICK 


One of Oldest Fraternals in Country 
Has Not Sufficient Assets to 
Pay Debts 





Bath, N. Y., Jan. 18—Jesse S. Phil- 
lips, State Superintendent of Insurance, 
has filed with Llewelyn H. Brown, 
County Clerk of Steuben County, a re- 
port recommending the payment of a 
first dividend of 40 per cent to credi- 
tors of the Catholic Mutual Benefit As- 
sociation, a fraternal beneficiary asso- 
ciation, incorporated, by special act of 
the legislature on June 9, 1879, with 
home offices at Hornell, Steuben Coun- 
ty, New York. The Catholic Mutual 
Benefit Association was placed in the 
hands of Superintendent Phillips for 
liquidation by an order of the Supreme 
Court made at Monroe Special Term 
on May 11, 1920, by Mr. Justice Adolph 
J. Rodenbeck, when it appeared from 
reports of examiners of the New York 
State Department of Insurance that, the 
Association was insolvent and unable 
to pay its debts. Superintendent Phil- 
lips immediately upon the entry of the 
court order took possession of all as- 
sets of the association for distribution 
to beneficiaries of deceased members 
and at the same time made a contract 
with the American Insurance Union of 
Columbus, Ohio, for the benefit of the 
living members whereby the life in- 
surance of the members who accepted 
the contract was continued by the 
American Insurance Union. 

Old Fraternal 

The Association was one of the old- 
est fraternal beneficiary associations 
in the state. It was composed of a 
Supreme Council, several Grand Coun- 
cils and 750 subordinate branches and 
did business in New York, Pennsyl- 
vania, Michigan, Ohio, Kansas, Massa- 
chusetts and Canada. During its ex- 
istence it paid out more than $31,000,- 
000 in death benefits. It had subor- 
dinate branches in nearly every city in 
the state of New York and several 
branches in Buffalo. Rt. Rev. .Mon- 
signor J. D. Biden, of Buffalo, N. Y., 
was the Supreme Spiritual ,Advisor, 
and John J. Hynes of Buffalo, N. Y., 
was the Supreme President. 

The report filed by Superintendent 
Phillips today shows that the assets of 
the association are mot sufficient to 
pay the debts. The assets amount to 
$221,471.13. Superintendent Phillips 
States that 990 claims have been filed 
with him in which the aggregate 
amount claimed is $721,743.83. He has 
investigated and examined all claims 
filed, computed all liens and as a re- 
sult recommends to the court for al- 
lowance 883 claims aggregating $610,- 
903.87. He finds that claims aggregat- 
ing $110,839.96 are of such a,character 
that he cannot recommend them for 
aliowance and accordingly recommends 
them for disallowance. He finds that 
against 257 claims of the claims al 
lowed there were liens for unpaid 
assessments amounting to $41,763.43. 
Liquidation Is Conducted Under New 

Law 

The liquidation of the Catholic Mu- 
tual Benefit Association is being con- 
ducted by the Superintendent of Insur- 


ance under a state law recommended 
tc the legislature by the Insurance De- 
partment in 1909. This law provided 
that all liquidations of delinquent in- 
surance associations shall be conducted 
by the Superintendent of Insurance. 
The law does away with the old, long- 
drawn-out and expensive receivership 
proceedings. 

The results obtained from the pro- 
ceedings taken by the State Depart- 
ment of Insurance in the liquidation of 
the Catholic Mutual Benefit Associa- 
tion and the speed and accuracy with 
which the affairs of the Association 
have been adjusted and prepared for 
payment of a first dividend is convinc- 
ing preof of the wisdom of the legisla- 
ture in placing these liquidation pro- 
ceedings upon an impartial state offi- 
cial equipped with permanent assist- 
ants in the regular employ of the state 
and familiar with all phases of insur- 
ance. 

Within the remarkably short time of 
eight months the Superintendent of 
Insurance has investigated and exam- 
ined the 990 claims which have been 
filed with him. He has recommended 
for allowance 883 of the claims aggre- 
gating $610,903.87 and the remaining 
107 claims aggregating $110,839.96 he 
has recommended for disallowance. He 
has collected assessments amounting 
to $89,450.11. He has collected the 
greater part of the outstanding mort- 
gage loans and has made efforts to sell 
the real property. He has computed 
liens *against certificates and the in- 
terest thereon which he has deducted 
from the benefits allowed on the in- 
cumbered certificates. About 20,000 
communications have been received 
and answered, during the course .of the 
liquidation. All of this work has been 
done at a total expense of only $5,- 
009.36. 

Low Expense of Liquidation 

lhe notable thing about the liquida- 
tion proceedings is the low expenses of 
liquiaation. Superintendent Phillips 
shows in his repoxt filed today that the 
entire expenses of liquidation were 
only $5,009.36. All of the administra- 
tive and legal work required has been 
dene by Clarence C. Fowler, Chief of 
the Liquidation Bureaw of the Insur- 
ence Department, who is the Special 
Deputy Superintendent of Insurance in 
charge of the liquidation and who re- 
ceives no additional compensation from 
the state for his services in these pro- 
ceedings. All of the clerical work in 
connection with the liquidation proceed- 
ing has been performed by regular em- 
ployes and clerks of the Liquidation 
Bureau and examiners of the Insurance 
Department, whose regular monthly 
salaries were apportioned and charged 
accordingly to the actual amount of 
time by them devoted to the business 
of the liquidation proceeding. This 
work cost only $1,987.41. Printing and 
mailing to each member a copy of the 
contract with the American Insurance 
Union and the liquidation notice which 
amounted to $1,191.05 was the largest 
single item of expense. 
Speed in Liquidation Due to Fact As- 

sociation Is Single Line Association 


The speed and low expenses of liqui- 
dation with which the affairs of the 
Catholic Mutual Benefit Association 
have been conducted is partly due to 
the fact that the Association is a 
single line company acquiring only life 
insurance. If the Company had been 
a multiple line company liquidation 
would have required a longer time to 
complete and the distribution to the 
various classes of policyholders would 
have resulted in much delay and dis- 
satisfaction. 








RE-INSURANCE COMPANY FIGURES 


Production 
1920 


Assets 
Dec. 31, ’20 


Company 


First Reinsurance 


Co. of Hartford.$6,000,000 $3,300,000 
American Life Re.” at 


Insurance Co. ...15,186,495 449,831 
Mmsurance Life 
Co. of America. . 16,710,359 983,793 





Production Assets Total in 
1919 1919 Force 
Dec. 31, 1920 
$3,947,386  $2;784,9385 $24,772,437 
5,312,921 395,701 19,025,345 
13,502,828 882,282 21,969,076 

















THREE RULES: 





































The Northwestern Mutual Life Insurance 
Company was the pioneer in establishing 
rules to protect itself and its agents 
against evils which demoralized the business. 

For twenty-seven years it has enforced a stringent Anti- 
Rebate Rule. 


For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 

For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 
agency force of 
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The Connecticut Mutual 


Life Insurance Company 
Hartford § Connecticut 


The Company for Fieldmen of Vision 


Entering its Diamond Jubilee Year 


.. Service Second to None.. 


Ask its Policyholders 
Ask its Representatives 


In writing please mention The Eastern Underwri ter. 
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A suggestion of a sales angle 
A comes to the Connecticut Mu- 
New _ tual through Fred Repass, dis- 


. Reason trict agent at Atlantic, Iowa. 


A farmer gave, as a reason for 
taking more insurance, the fact that he 
had purchased a piece of land on which 
he had expected to realize at least 
$5,000 profit, whereas under present 
conditions he cannot obtain that. He 
said that by taking a policy for such 
amount, he could leave the profit for 
his folks, in the event of his death; or, 
if he should live he could pay the pre- 
miums and keep the land until he could 
realize the profit that he wishes. 

* + a 


William H. Pierson, of 
New Income the Newark office of the 
Canvassing Provident Life & Trust, 
Method tells of a new method of 
starting a canvass along 

income lines: 
“Mr. X, do you know you are asking 


me to do something that you would not © 


do yourself?” 

“No, what is that, Mr. Pierson?” 

“Mr. X, you are asking me to take a 
check of $10,000 and hand it to your 
wife, and say, ‘There, Mrs. X, invest 
that.’” 

“What do you mean?” 

“You would not take a check of $10,- 
000 home tonight and ask her to invest 
it, because she does not understand 
business and the market.” 

“Well, how would you obviate that.” 

“Let me draw up for you our idea of 
how your insurance could be handled 
so that your wife would have an income 
as long as she lives and possibly, if you 
so direct, as long as your children live, 
or until they have reached an age, say 


of 25.” 
es 


It is one of the very definite 
Marshon advantages of the business 
Internal of insurance, in all its 
Economy branches, that the sweeping 

economic changes, with the 
problems of which other forms of busi- 
ness have to wrestle as immediately af- 
fecting their position, reach it for the 
most part indirectly, and as repercus- 
sions at second hand of their conse- 
quences for the insuring public, says 
Arthur Richmond Marsh in “The Eco- 
nomic World.” Violent movements of 
the prices of commodities, for example, 
scarcely touch the insurance business 
insofar as its internal economy is con- 
cerned; and even severe changes in the 
prices of securities, while they may 
have uncomfortable effects for the time 
being in respect of the surpluses shown 
by the balance-sheets of insurance com- 
panies, rarely involve more than this. 
The same is true of most of the other 
usual accompaniments of the process 
of accommodation of business in general 
to a new and profoundly altered order 
of things—the insurance companies ex- 
perience these principally through 
others and not as directly affecting 
their own security. 

Nevertheless, when economic read- 
justment on a vast scale is taking place 
both within the country and through- 
out the world, the business of insurance 
must inevitably feel certain of its effects 
and must shape its course with this in 
view. The property indemnity insur- 
ances, for instance—fire, marine, auto- 
mohile, and the rest—will find them- 
selves compelled to deal with a whole 
series of problems arising from the ex- 
tensive changes in the market value of 
the various kinds of property insured. 
The liability insurances can not remain 
unaffected by such phenomena as im- 


portant reductions of wage scales and ~ 


the like. And even life insurance has 


LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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to take into account the manifold ef- 
fects for the insuring public of a severe- 
ly diminished value of money, sharply 


_reduced incomes and lessened savings 


on the part of great numbers of persons 
throughout the community, and the per- 
haps unconscious readjustment of the 
ideas of individuals in all ranks and 
conditions of life upon the subject of 
the appropriate amount of life insur- 
ance protection required of them in 
their own interest and in the interest of 
those dependent upon them. 

It is to be expected, then, that all 
these influences will play a more or less 
important part in the conduct of the 
business of insurance during the coming 
year—assuming, of course, that our 
analysis of the general economic situa- 
tion is substantially correct and that a 
large part of the process of economic 
readjustment remains still to be com- 


pleted. The situation, of course, con-_ 


tains nothing of a really threatening 
character for insurance itself, but ob- 
viously underwriters in all branches of 
insurance will be called upon to exer- 
cise an unusual degree of prudence and 
foresight in the management of their 


affairs. 
* 8 8 


The agent’s first duty is 
to persuade people to 
on , turn their hard-earned 
Cheerfulness savings over to a cor- 
poration for whose sta- 
bility and reliability he must vouch, 
says William Alexander, of the Equit- 
able Society. He must urge them to 
deny themselves present comforts so as 
to gain future benefits. He must, in an 
indirect way at least, remind them that 
they are mortal, and must warn them 
against the disasters that follow in the 
train of death. 

He is in a very serious business. But 
that does not make it necessary for him 
to assume a solemn and portentious air, 
or to follow the example of the hired 
funeral director. On the contrary he 
must be cheerful and encouraging. He 
must “sell satisfaction.” He must bring 
peace and joy to those whom he seeks 
to serve. 

If he wants to get people to part 
with their money he must get them 
into a good humor. All this he can do 
if he is optimistic and tactful. 

The optimist is encouraging; the 
pessimist is discouraging. The opti- 
mist is constructive; the pessimist is 
destructive. 


Alexander 
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William L. Drumgold, of 
$200,000 the New York metropolitan 
on Binding district of the Equitable, 
Receipt insured a prominent citi- 

zen of New York for $800,- 
000 last week, $200,000 of which was 
placed in the Equitable on a binding re- 
ceipt, the annual premium on which 
was over $6,600. The balance was 
placed in other large companies. 

+ * . 


The next time you plan a 

Try It sales letter or printed adver- 

on tisement try mailing one to 

Yourself yourself. Upon receiving it 

the next day imagine you 

never saw it before. Then if it inter- 

ests you use it on the other fellow, 

otherwise forget it. For at least some 

“other fellows” are a good deal like 
yourself. 





$19,000,000 NEW YORK GAIN 
The new insurance for 1920 by the 
Equitable’s New York Metropolitan 
District exceeded $112,000,000, a gain 
of $19,000,000 over 1919. 





Edward EB. McCall has been re-elected 
president of the New Jersey Life. 


BANKERS LIFE SCHOOL 





One Hundred Agents Attend First 
Sales Classes At Atlantic City 
January 7 and 8 





The School of Instruction of the 
Bankers Life, of Des Moines, Iowa, for 
district No. 1, was held on January 7 
and 8 at Atlantic City at the Hotel 
Traymore. District No. 1 is comprised 
of Indiana, Michigan, West Virginia, 
Ohio, New York, Pennsylvania, Mary- 
land, District of Columbia and New 
Jersey. In attendance with the sales- 
men from the various parts of the dis- 
trict were the following agency man- 
agers: Strong & North, of Michigan; 
Ebert Storer, of Indiana; H. H. Brown, 
of West Virginia; C. L. Minshall, C. T. 
Bell, G. R. Craft, all of Ohio; W. E. 
Barger, of, Western New York; A. F. 
Bowles, of New York City; Clarke & 
Murrell, of Western Pennsylvania; C. 
H. Brown, of Philadelphia; R. M. Wal- 
dron, of District of Columbia and Mary- 
land. 

President George Kuhns of the com- 
pany presided and the other home of- 
fice officials who participated were: 
Vice-President G. 5. Nollen; General 
Sales Manager E. W. Northstine, Pub- 
licity Manager B. N. Mills and Eastern 
Sales Manager W. W. Jaeger. 

C. H. Brown, agency manager of East- 
ern Pennsylvania, has established head- 
quarters at Philadelphia. 


A METROPOLITAN GROUP STORY 





Mountaineer Laborer’s Child, Ill on Out. 
skirts of Town, Visited Daily 
By Nurse 





J. Fred Johnson, of Kingsport, Tenn, 
the town which carries the Metropoli. 
tan Life’s Community insurance, tells 
this story: 

“On Election day, ag I was standing 
in a long line waiting to vote, I heard 
a laboring man say that he had a very 
sick child with typhoid fever; he was 
just a plain mountain man doing com- 
mon labor. I asked him if the Metro- 
politan nurses had heard about it and 
visited his boy; his home is located in 
a very remote and inaccessible part of 
the town, and I thought they might 
have missed him. With the greatest 
evidence of gratitude and affection, and 
with all the earnestness you can im- 
agine, the man replied, ‘Yes, they come 
every day,’ and then he thoughtfully 
added, ‘Say, ain’t them the loveliest 
gals you ever saw?’ 

“In my humble judgment. therein lies 
the secret of the success of the Metro- 
politan executives in the administra- 
tion of their group insurance. They 
have among their officials and in their 
great‘ home organization a fine sense 
of their responsibility, and they are 
able to send it down to the last person 
who ‘deals with the beneficiaries of 
their insurance.” 

















THE MAN 4x» THE JOB 





The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
waiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 


that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 


furnish a dollar. 


So the Company Is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county, You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 


346 & 348 BROADWAY, 


DARWIN P. KINGSLEY, President 





NEW YORK, N. Y. 
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THE EASTERN 





What Big Bank Thinks 
of Life Insurance 


TRIBUTE FROM PACIFIC COAST 





Wells Fargo Nevada National, San 
Francisco, Enthusiastic About In- 
surance Protection of Equities 





The Wells Fargo Nevada National 
Bank of San Francisco has prepared a 
pooklet telling what it thinks about 
life insurance. This is an important 
contribution to the literature on this 
subject by a financial institution which 
has capital and assets of more than 
$11,000,000, and which was established 
in 1852. 

4 First let it be said that this bank does 
not sell life insurance. 

It has no interest whatever in life 
insurance commissions. 

But, being in position to know so 
much of the ups and downs, the suc- 
cesses and failures which have attended 
many people with whom it comes in 
daily contact, it has formed some very 
distinct opinions in regard to life in- 
surance. i 

If a man could know that he would 
live long enough to see all his plans 
and hopes fulfilled, perhaps he would be 
justified in not carrying life insurance. 

But it is a wise provision in the 
scheme of life, that no man may know 
the hour of his departure from the 
scene of his labors. 

Life Work Seldom Completed 

Few men complete their life work. 
Most men die in the midst of their 


‘activities, leaving incompleted tasks, 


half fulfilled plans. 

Very likely in today’s paper was re- 
corded the death of a man whose 
family lives in a mortgaged home, and 
who “hadn’t gotten around yet” to the 
important matter of adequately insur- 
ing his life. 

What a difference it would have made 
to his family had there been a policy 
which would have freed that home 
from debt. 

Every day witnesses the passing of 
men who, in life, had prospered fair- 
ly well, but had carried obligations 
which, at the final reckoning of their 
estates, wiped out their equities. 

Protected by life sinsurance these 
equities might have become clear as- 
sets providing an income. for their 
families. . 

Consider the prosperous’ business 
concern, the success of which rests 
largely on the life and health of one 
man. There are many “one man” 
businesses. 

The house has occasion frequently 
to use a credit line at the bank. 

In granting credit, the bank feels 
much more secure, and considers loans 
with much more favor, if the life of 
the strong man in the business is in- 
sured in its favor. 

Such insurance is also an added pro- 

tection to the family of the insured, 
because in case of death it increases the 
family interest in the estate. 
‘ growing “cash surrender value” 
in a business man’s policy, indeed in 
anyone’s policy, is an asset which may 
legitimately appear in a statement of 
assets. 

This asset is good security for a 
loan in a dire emergency, or, repre- 
senting a real, tangible money value, 
may safely be counted into one’s as- 
sets, even though it is bad policy to 
draw upon it. 

“Inability to Pay Premiums” 

A certain business man who built a 
fine home was asked: “Suppose you 
should die; can your family maintain 
that expensive home?” 

His reply was ready: “The day I 
let the contract for that home I took 
out a policy in a sum sufficient to pro- 
duce an income which will maintain that 
home.” 

Most people who fail to carry ade- 
— life insurance, plead their ina- 
ility to pay premiums. And so they 
put the matter off until they “get 


straightened around” so as to be able 


to pay out of their income, the ever 
recurring premiums. ; 

Those are just the people who need 
insurance most—the people who find it 
difficult to pay premiums. 

Of course, paying out the annual, or 
semi-annual premium on a five, ten or 
twenty thousand dollar, or even larger 
policy, is some burden. : 

But it can be made lighter by using 
a common sense method of preparing 
for premium payments. 

The business house which insures 
the lives of its principals will find it 
a simple matter to divide the annual 
premiums in twelve equal amounts and 
then deposit these amounts monthly in 
an insurance reserve checking’ account, 
or take out interest-bearing certificates 
of deposit. 

Life Insurance Savings Account 

The individual who would adopt the 
easiest plan for paying life insurance 
premiums should have a separate “life 
insurance savings account” and make 
his payments into that account every 
time he draws his salary. 

With a definite sum dedicated out of 
each pay envelope to life insurance pre- 
miums, the depositor will soon become 
so accustomed to meet this obligation 
that it will be no hardship. 

Going without life insurance is plac- 
ing a great burden of risk upon one’s 
enterprises. Carrying as good a line 
of insurance as one prudently can, will 
often save to his estate much’ more 
than the amount of insurance itself. 
It will turn equities into unimpaired 
assets. 

And paying the premiums into the 
bank in easy installments is the best 
way to provide the premiums. 

Waiting till we “can afford” insur- 
ance entails hazards that the prudent, 
serious-minded person will avoid. 

What does this Bank think of life 
insurance? 

It commends it heartily. 





TWO JOIN LIFE PRESIDENTS 





Royal Union and National Life & Acci- 
dent Now Members; Forty-Seven 
Companies Now In 





The National Life & Accident of 
Nashville, and the Royal Union Mutual 
Life of Des Moines, Iowa, have just 
been unanimously elected to member- 
ship in the Association of Life Insur- 
ance Presidents. This brings the total 
of members up to forty-seven compa- 
nies, of which thirty-nine have home of- 
fices in the United States while eight 
are domiciled in Canada. 

The National Life & Accident was 
organized in 1898 and adopted its pres- 
ent title in 1902. Cornelius A. Craig is 
its president. The company has trans- 
acted legal reserve industrial life insur- 
ance since January, 1905, and estab- 
lished an ordinary department in Jan- 
uary, 1920. On December 31, 1919, its 
admitted assets were $4,415,967 and its 
insurance in force $59,601,409. 

The Royal Union Mutual Life Insur- 
ance Company was organized and com- 
menced business in 1886. Its president 
is Frank D. Jackson. Its admitted as- 
sets as of December 31, 1919, were $8,- 
966,521 and its insurance in force then 
amounted to $58,085,615. 





INCREASE OVER 1920 
Julian S. Myrick, of Ives & Myrick, 
managers of the Mutual Life, reports 
that life business for the first two 
weeks of 1921 shows an improvement 
ore ot for the corresponding period 
n : 
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READ 
THE EASTERN UNDERWRITER 


Each Week for New Ideas 
DO YOU? 


Subscription $3 a Year 

















REAL SATISFACTION 


Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 
by calling at 


220 BROADWAY 
Phone 6030 Cortlandt 























A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
are a PENN MUTUAL POLICY, containing PENN MUTUAL 

ALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
8% reserve 

















Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 


























IN THE CENTER OF THE U. S. A. 


is located a big, vigorous, and growing 
institution of Life Insurance. 











Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $260,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 
M. E. SINGLETON, President 
St. Louis, Missouri 

















Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919.... over $7,500,000.00 
Insurance issued during 1919 over 26,000,000.00 
Insurance in force Dec. 31, 1919.. over 70,000,000.00 


THE PAN-AMERICAN WAY. 

In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 
prosperous and contented. 

What those agents are doing, you can do, if you have the Will—the 
Pan-American Way is open to you. 


Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, LA. 
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Dependable Service 
Is Agent’s High Aim 


ALWAYS PAYS WELL IN THE END 








How L. C. Faurot Increased His Busi- 
ness By Extending Himself to Do 
the Right Thing 





It more than fully repays an agent 
to give 100 per cent service to a pros- 
pect even if it entails some little sacri- 
fice. In the long run the agent wins 
out, as L. C. Faurot, of The Provident 
Life & Trust has proved conclusively 
to his own satisfaction. Here is the 
story cf one of Mr. Faurot’s cases as 
published in Provident Notes: 

Some years ago Mr. Faurot canvassed 
an acquaintance. Faurot’s canvass did 
the work, but the prospect very frank- 
ly explained that he would have to give 
the policy to another agent to whom he 
was under obligations. Evidently the 
other agent did not understand his busi- 
ness, for when Faurot went to see his 
acquaintance he found this other agent 
had only written him for a small policy, 
and in the meantime the prospect had 
taken out another policy for a like 
amount with a man with whom he had 
made a deal. 

Some time later Faurot’s acquaint- 
ance stopped him on the street and 
said he was ready to talk insurance 
with him, having lapsed the last policy 
he took. Faurot asked him why he had 
done so and was informed, “They did 
not come after it.” Faurot said that 
was no reason; he shoud send in the 
premium. 

The next morning Faurot called at his 
Place of business and began by asking 
whether he had paid his premium. He 
had not, so Faurot got him to telephone 
to the agent who had placed the policy 
and find-out whether they would ac- 
cept the premium. Then, as the man 
was overburdened with work, Faurot 
attended to having the policy revived. 

And then the next morning he went 
back again and placed a Provident En- 
dowment Series maturing at ages 55, 
6@ and 65, arranging it under Option 1, 
so as to cover the needs of the case. 
Faurot had sized up the matter. Had 
he attempted to place in the Provident 
the small amount of insurance which 
his acquaintance had lapsed in the oth- 
er company that would have been all 
there was to it. But Faurot had sensed 
accurately that the best approach for a 
gcod-sized Provident policy was to re- 
vive the small policy 1n the other com- 
pany. That was 100 per cent service. 
The prospect realized it. It put Faurot 
into the “most-favored” class and right- 
ly so. It gave him the inside track for 
more insurance. 

Still Writing Cases 

Nor did the matter end with the en- 
dowment series written that following 
morning. Faurot has since written a 
number of cases upon the recommenda- 
tion of this former acquaintance, now 
become his warm friend. And he is 
now working upon a $10,000 case as a 
result of this friend’s recommendation. 
This prospect says that “as far as the 
rroposition goes, if it is good enough 
for my friends it is good enough for 
me.” 

That is an interesting story. The 
first point which catches our attention 
is the carelessness of the other agent 
in regard to overdues. He did not give 
lis prospect 100 per cent service, and 
while owing to Faurot’s fine sense of 
professional ethics the other policy 
was not lapsed, this other agent has 
lost his client so far as future business 
is concerned. A lengthy article could 
be written upon this subject, and no 
£ubject is more important or more ne- 
giected. The policy in the other com- 
pany was only a $2,000 policy. That is 
the way the other agent looked at it, 
no doubt. But he was wrong, for while 
that policy was only $2,000 in esse, it 
was a good many times $2,000 in posse. 
That other agent was slack and sloven- 
ly in following up his overdues becaus?2 
he did not have the picture. He was 
looking only at the renewals on a $2,000 

case, and he was not thinking that he 


owed it to himself to give this $2,000 
po’icyholder 100 per cent service. And 
what is the result? By his slackness 
and slovenliness in the matter of over- 
dues he has lost first commissions and 
renewals on a very considerable amount 
of business. 

Thus, for his sin of omission he has 
paid a very heavy penalty in commis- 
sion, and all because he did not have 
the picture. You cannot afford to be 
siack with your overdues.. Give your- 
self the picture of what this slackness 


*may mean. It may spell irretrievable 


Gisaster for your client, and it may 
spell irretrievab'e disaster for you. 
You cannot afford to be a slacker in 
the matter of overdues. Make a memo- 
randum of this story, so that you can 
refer to it from time to time. Don’t 
iet your picture fade. 
Doing the Right Thing 

The next point that calls for com- 
ment is Faurot’s accurate diagnosis of 
the human-nature side of this $2,000 
policy which had lapsed. The ethics 
of the situation was not an abstraction 
tc him. He wanted to do the right 
thing. But he took the big, broad view 
of it. He did not take the petty view 
that it was a sacrifice. He saw that 
doing the right thing was no sacrifice 
in the long run. Men like things done 
right, especially when they are cheer- 
fully done. It was the right thing to 
keep his acquainiance from lapsing his 
policy. Faurot did it immediately, did* 
it efficiently and did it cheerful'y. And 
the result was immediate and satisfac- 
tory. He had made a warm friend of 
his acquaintance. The next day he 
wrote him for a series of policies much 
larger than the policy which he had 
revived. He had shown that his serv- 
ice was dependable. And the result is 
that the client cannot do too much for 
an agent whom he feels he can depend 
upon. 





THE FUTURE 





President William H. Hunt, Cleveland 
Life, Sees Life Business Stronger 
Than Ever Before 





William H. Hunt, president of the 
Cleveland Life Insurance Company, sees 
the life business from this angle: 

“During the past two years life insur- 
ance has had a great upward swing in 
public favor. Its peculiar value to so- 
ciety has been emphasized by the world 
war and conditions, an aftermath of the 
war. Life insurance has been the great 
shock absorber during these years of 
tension and is rendering a marvelous 
service in helping society to regain its 
equilibrium. 

“There has been no debasement of 
the sound principles of life insurance 
during the period of our great national 
prosperity. The stigma of profiteering 
did not reach the business of life insur- 
ance. The scientific basis upon which 
life insurance operations are determined 
does not lend itself to profiteering enter- 
prise. And now, during the present per- 
iod of general business recession and 
readjustment, life insurance is relied 
upon as never before as a dependable 
stabilizing agency. Breakers that jar 
the industrial world and at times tur- 
bulently derange general business cal- 
culations, do not endanger the struc- 
ture of sound life insurance. Life in- 
surance is proving to be a mighty factor 
in making possible an orderly return 
to normalcy. The reason of men in 
every walk of life has been clarified by 
the beneficent operation of life insur- 
ance. Life insurance emerges from the 
stress and strain of the war and the 
unprecedented wastage of the appalling 
influenza epidemic secure in its impreg- 
nable position, better equipped than 
ever to serve the public need.” 


NEW YORK WRITINGS 
The Metropolitan Life Insurance 
Company wrote $145,000,000 of ordinary 
insurance in New York State during 
1920. 








Arthur S. Herenden, an Equitable ag- 
ent in New York, recently closed a 
$100,000 convertible policy sale on a 
binder. 








American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
" Reteblished 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


—_ 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1919: 


ED nauvesdhcncsces hed apaw ents tecs-s hcedhres Wabbaskebedtecwee meldbeeneies 20,700,133. 
INN Si SNe EI oot 1S Ss Rie vndpatary ora chaun choos ccmreecoose . 18.650 20% 6, 
I I MN. dads ocdincnide c avkaee: euentsbiahecedeathetabsesomionsdieee 2,049,930. 
NS cae Ais ibaa 554s ddeey e Cia boedeotinte sipatiacvdebcicess 176501 808 to 
El: a Nels darch an ccd k ha biwneboe.s lds thn tn’ vcieéseecsvs 1,851,338.97 
Total Payments to Policyholders since Organization..................... 23,840,173.80 


JOHN G. WALKER, Pres‘dent. 

















Great Southern Life Insurance Compan 


HOUSTON, TEXAS . 


ae DIncGA, 
THE GALEAS “Thy AmKange 
BIG Fr.woath ~ 


TEXAS GREAT 


For Agency Contracts address 


“yal ‘i a 0. S. CARLTON 


*DELRIG 
PRESIDENT 

















37,005 PEOPLE 


wrote to us last year and asked for an illustration of our “ Income for 
Life” at their age. This valuable lead service explains why our 1919 
business showed a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net premium reserves 
is. Insurance in force over $173,000,000. Faithfully serving in- 


surers since 1878. 
A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 

















Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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The President of The Travelers | 











The writer in looking over the figures 
of the business written by the Travelers 
Insurance Company for 1920 is remind- 
ed of a letter written by the late Syl- 
vester C. Dunham, president of the 
Travelers, shortky before his death, to 
a friend. A section of the letter which 
shows the estimate Mr. Dunham placed 
on Louis F. Butler, who succeeded him 
to the presidency is quoted here: : 

“In my judgment no one in America 
has made so important a contribution 
to the development of liability and com- 
pensation insurance and its adaption to 
the responsibility of employers to em- 
ployes for personal injuries sustained in 
service as he has. I think this would 
not be denied by any insurance expert 
who has been connected with that kind 
of insurance. 

“Among Mr. Butler’s personal charac- 
teristics are his ability to concentrate; 
to sift out the material from the imma- 
terial; to discard waste; to communi- 
cate his conclusions when reached 
without waste of time or words, his con- 
tempt for anything that is specious or 
misleading and the quickness with 
which he detects these infirmities.” 


Mr. Butler’s successful presidency has’ 


been marked by a remarkable achieve- 
ment in the fact that during the five 
years he has been in the chair the as- 
sets of the company have doubled. 
When Mr. Butler succeeded Mr. Dun- 


‘~ham in November 1915 the assets of the 


Travelers were $100,000,000, and as the 
statement for January 1, 1916 shows 
there were $104,000,000 at the end of 
that year. In November 1920, five years 
later, the assets of the company were 
doubled, passing the $200,000,000 mark. 
Need we say more? As a rule figures 
such as these speak for themselves. 


They are as phenomenal, as indicating 
the growth of the Travelers, as are 
those which appear on the annual 
statement. 

A Hartford newspaper commenting 
on the success of the company says, 
“When we are discussing with pride and 
appreciation the great expansion of our 
greatest insurance company we would 
do well not to be unmindful of the di- 
recting head of the great corporation, 
whose wisdom and supervision have 
made that growth a reality.” 





THOMAS & THOMAS GROUPS 





2,000 Employes of United Engineering & 
Foundry Co. Covered; Names 
of Other Risks 





The following companies adopted 
group insurance as Christmas gifts to 


their employes, the business being 
placed in the Aetna Life Insurance Co. 
through the agency of Thomas & 
Thomas: 


United Engineering & Foundry Co., 
Pittsburgh, Pa., 2,000 employes, sched- 
ule $800, six months to one year’s serv- 
ice, with an additional $200 for each 
additional year’s service until a maxi- 
mum of $2,400 for eight years and over 
has been reached. ‘ 

Bryce Brothers Company, Mt. Pleas- 
ant, Pa. . 

Erie Bolt & Nut Co., Erie, Pa. 

New Martinsville Glass Mfg. Co., New 
Martinsville, W. Va. 

Marrowbone Mining Co., Lookout, Ky. 

Victor Safe & Lock Co., Cincinnati, 
Ohio. 

Walker & Co., Wilpen, Pa. 

Germain Company, Pittsburgh, Pa. 

Belmont Products Co., Martin’s Ferry, 
Ohio. 





State Mutual eee 


Assurance Company 
of WORCESTER, MASS. 


Commenced Business June 1, 1845 





Incorporated 1844 


1920 


IS THE 75th ANNIVERSARY OF OUR 
COMMENCEMENT IN BUSINESS 


From the beginning the first consideration has been to 
furnish absolute protection to policyholders and beneficiaries. 


This practice has resulted in satisfied policyholders —the 
first essential to the agents’ success. 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, 
Superintendent of Agencies 














t 


| 


| 














More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more policy. contracts 
in force than this Company. A study of the following growth in ten years is invited: 


Jan. 1, 1910 Jan. 1, 1915 Jan. 1, 1929 
9 $8,763,566 $18,682, 
551,969 1, 
79,619,435 191 08701 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania, Michigan, Illinois, Missouri. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 


eee 
Policies in Force 
Insurance in Force 
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BALTIMORE 





MARYLAND 
CASUALTY 
COMPANY 





CASUALTY INSURANCE 
FIDELITY and SURETY BONDS 


MARYLAND | 
ASSURANCE 
CORPORATION 


LIFE INSURANCE 


COMPANIES OF CONFIDENCE 
THAT 


AID THEIR AGENTS 


AND 
PLEASE THEIR POLICYHOLDERS 





F. HIGHLANDS BURNS, President 





=| 











Sa 








= ve See 
ye ee ee 





WD eeee meaty aie 








12 


THE EASTERN 


UNDERWRITER 


January 21, 192) 





THE EASTERN 


UNDERWRITER. 





This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager. The address of the officers is 
the office of this newspaper. Telephone 
2497 John. 


Subscription Price $3.00 a year, Single 
copies, 25 cents. 


Entered as second-class matter April 
5, 1907, at the Post Office of New Yurk, 
N. Y., under the act of Congress of 
March 3, 1879. 








AEROPLANE INSURANCE 

Aeroplane insurance underwriters are 
carefully feeling their way. So far re- 
sults have not been such as to inspire 
enthusiasm, but the companies writing 
the indemnity are not grouching much 
about the weak spots, realizing that, as 
pioneers, their present experience, 4l- 
though costly for the time being, will 
come in handy for future guidance. The 
experience in brief is this: Collision is 
the principal hazard. Liability and 
property damage shows some profit. 
Fire losses have eaten up premiums and 
then some. If there were only some 
way to check up the pilots the compa- 
nies would not be writing in the dark, 
but there isn’t. “I am sorry to say that 
I have no confidence in the word of a 
pilot,” said one underwriter. “Take the 
most otherwise reliable and honest 
young man and send him up in the air, 
and as soon as he has had fifty hours of 
flying he will tell us that it is 500 or 
1,000 hours.” His fibs about his experi- 
ence bring a lower rate. Underwriters say 
that a man averages a loss about every 
one hundred miles. 

What is needed is government con- 
trol of pilots, so that the underwriters 
can keep accurate tab on them, but that 
seems far off inasmuch as even the air 
mail appropriation was stricken out by 
Congress. After government control of 
pilots there should be properly marked 
off air lanes. Edmund Ely recently 
made the statement that every fiyer is 
now a trespasser, as whenever he 
takes the air he is over somebody’s 
property and may damage it if his ma- 
chine meets with an accident and he is 
obliged to hurry down. The airship 
should have its lane and fly along it. 





Archibald M. Woodruff, assistant sec- 
retary of The Prudential, has been 
elected third vice-president. He has 
been manager of the real estate loan 
department, and will continue filling 
those duties. 





At the annual meeting of the Mutual 
Benefit Life the following directors were 
elected: three years, James S. Higbie, 


Henry G. Atha, Camillus G. Kidder; 
two years, Charles L. Farrell. 
officers were re-elected. 


The old 
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FRED H. WAGNER 


—— 


F. H. Wagner, one of the leading ag- 
ents of the United States, and head of 
the F. H. Wagner agency of Minneap- 
olis, entered the employ of the German 
Insurance Company of Freeport, IIl., as 
its sole clerk in 1866, remaining in the 
Home Office of that company till 1869 
when he took charge of that Company’s 
department as chief clerk in Burlington, 
Iowa. He resigned in 1872 to enter the 
office of Lull & Guentzer, local agents 
in Chicago, where he remained but a 
few months, and then became office 
manager and daily report examiner in 
the Chicago (Department) office of the 
Clay Fire & Marine of Newport, Ky. 
Once again he entered the employ of 
the German of Freepert as chief clerk 
in 1874 remaining until 1876 when he 
was elected secretary of the German 
Fire of Peoria. After ten years of serv- 
ice he resigned in order to locate in 
Minneapolis as local agent, associating 
himsélf with E. M. Christian under the 
firm name of Christian & Wagner, 
which co-partnership was dissolved, and 
the F. H. Wagner Agency, as it is now 
constituted, was established on Janu- 
ary 1, 1905. For a great many years 
Mr. Wagner has been an active member 
of the National Association of Insurance 
Agents, being one of the strongest mem- 
bers of the Old Guard of that associa- 
tion. An earnest, sincere man, a fine 
type of local agent, an honest and up- 
right personality, he has made friends 
anong the local agents. Two of Mr. 
Wagner’s marked characteristics are 
staunch loyalty to friends and courage, 
which traits asserted themselves at the 
last annual convention of the National 
Association when Mr. Wagner rose and 
made the first public defense of Neal 
Bassett’s Louisville bank agency atti- 
tude. Facing an audience which was 
hostile to him on this issue Mr. Wagner 
stoutly went ahead and defended his 
friend, Mr. Bassett. It was an em- 
barrassing experience for the Minneapo- 
lis agent inasmuch as many of the 
men he was addressing had been his 
personal friends for years, but he saw 
his duty and he performed it. 

s* ¢ # 

John Emo, a veteran casualty under- 
writer, will resign his position as gen- 
eral manager of the Globe Indemnity 
Company in Canada on March 31. He 
crganized the Canadian Railway Acci- 
dent Insurance Company in 1894, which 
company passed to the control of the 
Liverpool & London & Globe in 1910. 
Mr. Emo has been general manager of 
the Globe there for twenty-five years. 
For some little time he has not been 
in good health. He is succeeded by 
Robert E. Patterson, at present assist- 
ant manager of the Employers’ Liabil- 
ity Corporation at Toronto. 








EUGENE F. HORD 





Eugene F. Hord, who has been made 
vice-president of the Maryland Cas- 
ualty, residing in New York, is one of 
the strong figures in New York casualty 
circles. An Indiana man, educated in 
the schools of Chicago, his first insur- 
ance experience was with the old Union 
Casualty & Surety, St. Louis, and in 
August, 1918, he went to work for the 
Maryland as a stenographer, chief file 
clerk and general utility man in Chi- 
cago. In February, 1899, he became an 
investigator. The Chicago department 
at that time had a jurisdiction running 
as far West as Denver; as far North 
as the Upper Peninsula of Michigan, 
and included considerable mining terri- 
tory, mining risks being generally writ- 
ten at the time by the casualty compa- 
nies. His second case as an investi- 
gator was an explosion in a mine where 
a number of men were killed. In 1903 
Mr. Hord was made manager of the 
Chicago claim department and three 
years later manager of the New York 
claim department. During these three 
years he was also a special traveling 
adjuster for investigating fraud and 
dismembership accident cases. About 
that time his work attracted the atten- 
tion of the Travelers and for that com- 
pany he re-organized its New York 
City claim department. Four years later 
the Maryland again obtained his serv- 
ices, this time as resident manager in 
New York City. When Mr. Hord be- 
came New York City Maryland manager 
in 1914, its premium income in the 
territory was $470,000. In 1920, it was 
$3,900,000. Mr. Hord’s many friends are 
greatly pleased by his promotion. 

a” * om 


C. E. Blake, who has been assistant 
agency instructor of the Travelers De- 
partment of Instruction and Training 
at the home office on compensation, lia- 
bility and indemnity company lines, has 
been promoted to agency instructor. 
Samuel J. Booth, a former special agent 
in the Toronto branch, becomes assist- 
ant agency instructor of life and acci- 


_ dent lines and John H. Eglof, formerly 


assistant manager at Aibany, N. Y., 
becomes assistant agency instructor, 
compensation, liability and indemnity 
company lines. 





HAMILTON EXECUTIVE HEAD 
Edgar A. Hamilton, vice-chairman of 
the board of directors of the Fidelity & 
Deposit, has been made executive head 
of the Company. 


——es 


‘Lyman Candee, vice-president of the 
Globe & Rutgers, has been in the insyr. 
ance business forty years. Frank jp 
speech, a courageous spirit, an under. 
writer who knows the vitals of the 
game, he is an interesting person from 
whatever angle he is viewed. Mr. Cap. 
dee’s first experience in insurance was 
with an assessment life insurance 
company. Next, he went with a casualty 
company, and then he became an ae. 
countant. He became associated with 
E. C. Jameson seventeen years ago, and 
the two make a team which always 
lands on its feet. The success of the 
Globe & Rutgers can fitly be described 
by one word: phenomenal. 


a * * 
James H. Mickey, recently appointed 
general agent for the Connecticut My. 
tual Life Insurance Co., holds the dis. 


tinction of being the youngest genera] 
agent in Kansas. He came to Topeka 
from Nebraska and is the son of a for. 
mer governor of that state. Mickey's 
wife says he is just short of 30 years 
old. His territory covers the north halt 
of Kansas, with several counties below 
the half way mark. Another distinction 
which Mickey claims is that of being 
the smallest man who ever made a 
place on the Nebraska Wesleyan uni- 
versity football team. Weighing but 135 
pounds, he had hard sledding the first 
year. He went into conference with Z. 


. C. Clevenger, coach, next year to find 


out if he had a-chance. “A man of your 
size has to hit the line twice as hard as 
if he weighed 175 pounds,” the coach 
said. Mickey not only made a place as 
end on the team, but his name is stil] 
held in reverence by Wesleyan alumni, 
who are football fans. 
* o * 


Ralph H. Blanchard, who is doing 
splendid service for insurance by lectur- 
ing on insurance subjects before the 
classes at the school of business, Colum- 
bia University, will have charge of a 
marine and casualty .~insurance class 
for the university. In marine insurance 
he is co-operating with George A. Kurz, 
assistant vice-president of the National 
City Bank; S. D. McComb, of the Marine 
Office of America; Hugh A. Mullins, ad- 
justing vice-president of Frank B. Hall 
& Co., and William D. Winter, third 
vice-president of the Atlantic Mutual. 

* * * 


George E. Peterson, who has been 
with the Travelers since 1911, has been 
appointed assistant superintendent of 
the Engineering and Inspection Division 
effective January 1. In 1913 he was 
made inspecting engineer and two years 
later was given a portion of the lia 
bility work. Mr. Peterson has had wide 
experience in this work and has a large 
acquaintance among the field men of 


the Travelers. 
. a 2 


Joseph F. Kernan, of Utica, has been 
elected president of the Equitable Life 
Assurance Society’s Central New York 
Agents’ Association. Warren S. Parks, 
of Rochester, is secretary. “Uncle Joe” 
Kernan is well liked in Utica and gen- 
erally throughout New York State. 





ON THE NON-CANCELLABLE 
The next dinner and meeting of the 
Accident & Health Society will be held 
‘February 9 at the Drug & Chemical 
Club. Frank R. Woodbury is scheduled 
to speak on the non-cancellable policy 

for accident and health insurance. 





ASSISTANT TO ROOSEVELT 

Floyd G. Whitney has been made ex 
ecutive assistant to Franklin D. Roose 
velt, the new vice-president of the Fi 
delity & Deposit. He is a lawyer who 
served as captain in the Ordnance sec: 
tion of the War Department, and has 
sane i’ assumed his new duties. 





J. Scofield Rowe and M. Barrett 
Walker have been elected directors of 
the United States Fidelity & Guaranty. 
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Brokerage Managers 
To Form Organization 


IT WILL BE PURELY SOCIAL 





Cc. F. Enderly, of Insurance Company 
of North America, Behind Move- 
ment; Want to Know Each Other 





One more organization in the fire in- 
surance business is on the tapis. This 
is to consist of the binding brokerage 
managers of the companies who main- 
tain the most pleasant relations with 
companies, brokers and local agents. 
Charles F. Enderly, of the Insurance 
Company of North America, will pro- 
mote the movement which he says is to 
be purely social. “It is simply a case 
of the binding managers knowing each 
other. New York is a pretty big city 
and we should become acquainted. Ex- 
aminers now have an organization; so 
have the accountants; so have the 
brokers, and the special agents also 
have their clubs,” he said. 

The first brokerage service offices 
opened by companies were by Charles 
F. Enderly for the New York Under- 
writers’ Agency and Joe Russell for the 
Aetna. Mr. Enderly says he has docu- 
ments to prove he was the first in the 
field. This was in 1909. Other compa- 
nies followed ‘suit until now nearly 
every company has a binding office of 
this sort. 

Brokerage departments furnish facili- 
ties to the broker to cover their prop- 
erty located throughout the country, 
business in time being forwarded to ag- 
ents to issue policies. In this way there 
is co-operation with all and no overhead 
writing. The heads of these depart- 
ments are skilled insurance men, clever 
mixers and all-around diplomats. 





CO-INSURANCE DEBATE 
At the next meeting of the Examining 
Underwriters’ Association of New York, 
a smoker and debate, three of the mem- 
bers will defend co-insurance, taking the 
affirmative side of the tentative propo- 
sition, “Resolved, that co-insurance in 
fire underwriting is desirable.” “The 
opposite side. will be championed by 
three well-known brokers. The names 
of the persons who will take part have 
not been disclosed and the scene of the 
discussion is not yet determined. With 
386 members and 65 storming for ad- 
mission the association is having diffi- 

culty providing accommodations. 





WILL FURNISH OIL REPORT 
Extra copies of the Boston Board’s 
report on “Fuel Oil on the Harbor and 
River Waters adjacent to Boston” are 

to be furnished to interested parties. 


Fire Insurance Department 


Morgaridge Tells of 
New Type of Arsonist 


CONTRACTS TO START FIRE 





National Board Man Talks to Under- 
writers’ Club of Philadelphia; 
Seventy-five Specials Attend 





All the special agents are forming 
associations nowadays and one of the 
most successful is that of the Under- 


writers’ Club of Philadelphia, composed . 


of the live wire specials in that particu- 
lar territory, although there are men in 
it who are eligible as well to the Sub- 
urban Field Club, of New York; the 
Albany Field Club; the Smoke & Cinder, 
of Pittsburgh; the Jersey Field Club, 
and the Pennsylvania Club. An insur- 
ance reporter could spend a week going 
to all these meetings and would benefit 
by them, too, but he would never again 
eat grapefruit, as that starts off all the 
menus. 
favorite speaker at these meetings is 
Frank Morgaridge, head of the Arson 
Bureau of the National Board of. Fire 
Underwriters. He is in demand and his 
talk, about one hour in length, “goes 
over” most effectively. The popular 
card before Mr. Morgaridge was J. F. 
Van Riper. 

Mr. Morgaridge addressed the Phila- 
delphia Club on Tuesday night, seventy- 
five being in attendance. He asked the 
field men to cultivate friendships with 
heads of fire departments and other offi- 
cials; and to spread the propaganda that 
insurance companies will not only in- 
vestigate suspicious fires but will go the 
limit in combating a crooked loss. He 
deprecated the attitude of some adjust- 
ers who settle losses which are being 
investigated by officials, much to the 
latter’s disgust. 

A new story narrated by Mr. Morga- 
ridge has to do with a professional 
arsonist who wrote letters to owners of 
plants, temporarily shut down, offering 
to set them on fire. This man was 
finally dictographed in action in the 
Robert Treat Hotel, Newark, and ar- 
rangements were made there to fire the 
plant. Later, the arsonist was arrested 
at the plant just as he was about to 
carry out his part of the contract, after 
having bribed a watchman. 





LINCOLN DAY SPEAKERS 

Among the speakers who will address 
the Lincoln dinner on February 12 at 
the Robert Treat Hotel of the Lincoln 
Club of Newark are United States Sen- 
ator Joseph S. Frelinghuysen and Vice- 
President Alfred Hurrell, of The Pru- 
dential Insurance Company. 


















NIAGARA 


Fire Insurance Company 


123 William Street, NEW YORK 


Just at the present time the . 














THE AUTOMOBILE== 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


$2,000,000 
_ $11,022,207.23 
'$6,966,656.56 


$4,055,550.67 


FIRE AND ALLIED LINES 
Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Fleaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


AETNA LIFE INSURANCE CO. _. 
AETNA CASUALTY & SURETY CO. 
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[Rsurance ©. 


OF NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 


—_—___| 

















LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins, Co. of Mich. . 


Employers’ Lia. Assce. Corp. of London 
Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6871-6372 
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Spontaneous Burning 


of Hose in Service ° 





CONFIRMED BY. EXPERIMENTS 





Fire Due to Excessive Friction Between 
Cotton Casings Produced By 
Vibration of Hose 





Augustus H. Gill, professor in charge 
of the chemical department of the 
Massachusetts Institute of Technology, 
has just issued the following report of 
his investigation as to the cause of igni- 
tion observed in a fire hose projecting 
a stream of water. The phenomenon 
attracted considerable attention at the 
time and was recorded by various local 
publications: 

“Boston papers had a most astonish- 
ing tale of the spontaneous ignition of 
fire hose when in service. The facts in 
the case are as follows: 

“It was a new 50 foot length of the 


usual 2% inch hose consisting of a. 


simple rubber lining inside a heavy cot- 
ton jacket. Outside this was drawn a 
similar cotton jacket. The hose was 
used in a test made on the new pump- 
ing engines and the stream was 
throttled down about 45 per cent, dis- 
charging about 250 gallons per minute. 
Notwithstanding the fact that this quan- 
tity of cold water from the Charles 
River was used, the hose took fire 
between the cotton jackets. A spot two 
inches long by one and one-eighth 
inches wide was burned clear through 
each. Careful examination reveals the 
fact that on each side of the burned hole 
the inner casings or jackets are very 


' severely chafed. This chafing coming 


from the vibration produced in the hose 
by the pump was, in my opinion, suffi- 
cient to produce great heat and finally 
active combustion. I found also a simi- 
lar state of things in another sample of 
hose used at a later test. The chemical 
composition of the rubber in my opin- 
ion had nothing to do with the case. 


“T am of the opinion that the occur- 
rence was due to excessive friction be- 
tween the cotton casings produced by 
.the vibration of the hose in service. 

‘It is interesting to note that these 
results have been confirmed by J. S. 
Caldwell, chief engineer of the New 
England Insurance Exchange, with 
three different types of engines and 
three different makes of high grade 
standard hose. The experiments were 
made in Portland, New Bedford and 
Boston and in some cases the cotton 
was charred in about fifteen minutes.” 





JOINS RUMSEY & MORGAN 
Former Supreme Court Justice McGold- 
rick Was for Years Assistant Cor- 
poration Counsel of New York 





Edward J. McGoldrick, who retired as 
a justice of the Supreme Court of this 
State on January 1, 1921, has joined the 
New York law firm of Rumsey & 
Morgan. 

After practicing law in this city Mr. 
McGoldrick was appointed assistant cor- 
poration counsel in charge of legislative 
matters affecting the City of New York. 
Governor Smith nominated him to be a 
justice of the Supreme Court which 


nomination was unanimously confirmed - 


by the State Senate. It is reported that 
such unanimous confirmation of a Su- 
preme Court justice in this state was 
unprecedented. The Democratic party 
nominated Judge McGoldrick for the 
full term, but he was defeated in the 
Republican landslide, though only by 
1,800 votes. 

Judge McGoldrick does not intend to 
specialize in legislative work, but is 
engaging in general practice with 
Rumsey & Morgan. 





At a meeting of the Firemen’s Insur- 
ance Company of Newark old officers 
were re-elected. 


i 
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Incorporated 1849 


Metropolitan District 
C. G. Smith, Agent 
1 Liberty Street 





SPRINGFIELD 


Fire & Marine Insurance Company 
: SPRINGFIELD, MASS. 


; New York Offices 


Service Department 
Geo. A. Hill, Jr., Special Agent 
1 Liberty Street 


— 


Cash Capital $2,500,000 


Marine Department 
Talbot, Bird & Co., Inc. 
General Marine Managers 

63-65 Beaver Street 














TOTAL ASSETS ee 
TOTAL LIABILITIES - 
NET SURPLUS . ~ 


O. J. PRIOR, President 








INCORPORATED 1868 


68 
‘ Che Standard Hire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1920 


$1,448,852.62 
- 847,154.95 
601,697.67 


W. M. CROZER, Secretary 

















EXTENDS TERRITORY 


Special Agent Coeyman, who repre- 
sents the Importers & Exporters In- 
surance Co. in Connecticut, Rhode 
Island and. Massachusetts, has taken 
over the company’s interests in the 
State of New York and the counties 
of Bergen, Passaic, Morris, Essex, 
Hudson, Union, Middlesex and Somer- 
set in New Jersey. 


Mr. Coeyman is now assisted by 
William J. Valensi, who, like Mr. 


Coeyman, has been with the company 
ever since its start in the fire business 
Both have their headquarters at the 
Home Office of the company. 





The American Merchant Marine, of 
New York, has withdrawn from the 
Philadelphia agencies of William S. 
Bryson & Stone & Matthews & Co. 





Frank W. Bauder, a Philadelphia daily 
newspaper man, has joined the staff of 
the “United States Review.” 
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COLUMBIA 


Insurance Co., New Jersey 


= Building Up— 


To the American Agent, representation of the 
| Columbia, with its great family of allies, means the 
sure foundation for future building. In this progres- 
sive underwriting family, complete facilities are 


= assured. 


FIRE DEPARTMENT 
Head :Office, 100 William St., New York 
Western Department, Ins. Exchange, Chicago 
Pacific Coast, 222 Sansome St., San Francisco 


2 Allied Offices of Service and Progress 


MARINE & AUTOMOBILE 


DEPARTMENTS 
27 William Street 
New York 
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Norwich Union 

Indemnity Co., 

45 John Street 
New York 
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personnel of Albany 
Insurance Committees 


MANY INSURANCE MEN. ON THEM 








They Include Messrs. Towner, Gardner, 
Duggan, Crowley, MacFarland, 
Doherty and Franchot 





The Insurance Committees in the 
New York Senate and Assembly for 1921 
will be headed by the same chairmen 
as in 1920, Senator James E. Towner 
being chairman of the Senate Commit- 
tee and Assemb!yman Frank L. Gard- 
ner, of Poughkeepsie, Dutchess county, 
chairman of the Assembly comm.ttze. 
During 1920 all of the amendments to 
the insurance law except one were in- 
troduced by members of the insurance 
committees and practically the same 
situation has prevailed in previous 
years. Most of the program of insur- 
ance legisiation in the past has been 
handled by the chairmen of the co :- 
mittees. The personnel follows: 

Senate Insurance Committee 

James E. Towner, chairman occupa- 
tion, insurance; on committee in 1920. 

Leonard W. H. Gibbs, Buffalo, law- 
yer, on committee in 1920. 

" John L. Karle, Glendale, L. L, law- 
yer, on committee in 1920. 

" Geo. R. Fearon, Syracuse, lawyer, 
new member; graduated from Assem- 
bly. 

Dp. H. Ames, Franklinville, real es- 
tate: new member; graduated from As- 
sembly 

Frank L. Wiswall, Watervliet. law- 
yer; new member, served one year in 
Assembly. 

Walter Duggan, New York City, in- 
surance; new member of Senate. 

Edmund Seidel, Socia ist, The Bronx, 
newspaper writer; new member. 

Bernaid Downing, New York City, 
eecountant; on committee in 1920. 

Martin G. MeCue, New York City; 
new member of Senate; served four- 
teen years in Assembly. 

Jeremiah F. Twomey, Brooklyn, phar 
nuwcist; new member on committee, but 
with five years’ legislative service. 

Assembly Insurance Comm ttee 

Frank L Gardner, chairman, Dutch- 
ess county; occupation, insurance; 
chairman in 1920. 

Harry B. Crowley, Monroe county, 
insurance; served on committee in 
1920. 

James H. Caulfield, Brooklyn, invVes- 
tigator; served on committee in 1920. 

Hugh C. Morrissey, Rensselaer coun- 
ty, hotel business; served on commit- 
tee in 1920. 

Stewart MacFarland, Warren coun- 
ty, insurance; served on committee in 
1920, 

August Seelbach, Erie country, clerk, 
Served on committee in 1920. 

Leo V. Doherty, Kings county, in- 
surance, served on committee in 1920. 

Nicholas V.*V. Franchot, 2nd, Niag- 
‘ra county, new man on committee, 
with previous legislative service; occu- 
petion insurance. 

James M. Gaffers, farmer, A bany 
county; new man on committee, but 
with previous legislative experience. 

Mitchell Trahan, Westchester coun- 
ty, banker, new man on committee: 
Previous legislative experience. 

Edward R. Rayher, New York, law- 
yer, newly elected member. 

Thomas J. McDonald, newspaperman, 
pond Bronx; served on committee in 


_Thomas F. Cosgrove, Richmond 
County, lawyer; new man on commit: 
tee, but previous legislative experience. 





LIABILITY FOR FIRE 
The Court of Appeals at Montreal 
Placed liability for the loss of an auto- 
Mobile by fire in a garage where the 
car had been left for repairs against 
the owner of the garage on the ground 
that there was negligence and impru- 
dence on the part of garage employes. 
he case was in appeal by Bachland 
& Dionne, Ltd., of a judgment of $1,052 

amages in favor of Ovila Birs. 

















THIS IS THRIFT DAY— 
A TRIBUTE TO BENJAMIN FRANKLIN 


National Thrift Week, set aside in 
memory of Benjamin Franklin, and 
created in the interests of one of 
Franklin’s chief characteristics, has 
a common interest to insurance 
men. 


For what better definition can be 
given of insurance from the view- 
point of assured, than the one the 
dictionary credits to Thrift, viz., 
“Care and wisdom in the manage- 
ment of one’s resources.” 


Local Agents should find in Thrift 
Week a golden opportunity to urge 
the necessity of that really practi- 
cal, commendable form of thrift— 
Complete Insurance Protection! 


THE 


FRANKLIN FIRE 
INSURANCE COMPANY 


OF PHILADELPHIA 
New York Office - 56 Cedar Street 


ELBRIDGE G. SNOW, President 








Fire, Lightning, Automobile (Complete 
Cover in Combination Policy), Explosion, 
Hail, Marine, Profits and Commissions, 
Rents, Rental: Values, Riot and Civil Com- 
motion, Sprinkler Leakage, Use and Occu- 
pancy, Windstorm. 








“You May Delay, But Time Will Not.” 


— Benjamin Franklin 














Rent Insurance Tips 
By Glens Falls 


NEW CIRCULAR FROM COMPANY 








“Your Customers Have a Right to 
Learn About This Protection 
From You” 





The Glens Falls has issued a new cir- 
cular to agents on rent insurance. It 
is reproduced herewith: 

Some agents when asked why they 
have not endeavored to promote the 
sale of rent insurance, have been quite 
frank in answering that they do not 
know much about it, and that it is too 
complicated to bother with. The latter 
is, we think, an erroneous idea. To 
acquire knowledge of anything worth 
while calls for mental effort, but to 
acquire a fair working knowledge of 
Rent Insurance does not call for it in 
an unusual degree. When the funda- 
mental conditions of Rent Insurance 
are understood it is no more difficult 
to comprehend than any other kind of 
an insurance contract. 

The purpose of Rent Insurance is to 
indemnify an assured for the rent he 
may lose as a consequence of fire or 
lightning damaging a building to an 
extent that makes it untenantable in 
whole or in part. Or, if building is 
wholly or partially- vacant, for the 
rental value of the building when whol- 
ly oceupied. In case any portion of 
the building is occupied by assured for 
his own use, the policy covers rental 
value in same manner as if occupied 
by tenant. The liability of the insur- 
ance company, in point of time, does 
not extend beyond the period consumed 
in rebuilding or restoring the building 
to a tenantable condition, and, because 
of this, the time is computed from the 
the day the fire occurs until the day 
the building can again be made ready 
for occupancy. The liability of the in- 
surance company does not necessarily 
end at the date of expiration stated in 
the policy. It is liable for a loss of 
rent that may occur subsequent to the 
expiration of the policy, if caused by a 
fire which takes place within the term 
of the policy. ‘ 

A Wise Slogan 

Yhere are many to whom it has never 
occurred that they can purchase insur- 
ance to indemnify them in the event 
of such a loss, and it is easy to im- 
press the fact that the loss of rent 
resulting from fire damage is just as 
real as the loss of the building itself. 

Your customers have a right to 
learn about this protection from you. 

Forms and protection afforded vary 
to meet the assured’s desires, and these 
differences are, in brief, as follows: 
FORM 1. 

Payment of loss based on actual 
bona fide legses in effect at time of 
fire. 

FORM 2. 

Loss based on rental value of build- 
ing whether rented or not at time of 
fire. 

FORM 3. 2 

Practically a Form 1 for use only 
on dwellings. 

Other forms are given, but these are 
most commonly used, and this pam- 
phlet will cover only the three noted 
above. 

Limit of Loss Per Month 

Form 3 limits loss to 1/12 of face 
of policy on dwellings, but forms 1 and 
2 give assured opportunity to -choose 
between 1/9 or 1/12. This permits as- 
sured to take out less than a year’s 
rental value on building, which can be 
replaced in nine months or less, at 
some saving in premium. For full pro- 
tection, assured will of course take 
nine times monthly rental value for 
face of policy in one case, and twelve 
times this amount in the other, the 
sole difference being that a total loss 
to company pays nine months’ rent in 
one case, and three additional months 
under other coverage. 

Rates 
Form 1—1/9 coverage. Rate is fire 
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rate less 25 per cent. 1/12 coverage. 
Rate is fire rate Jess 40 per cent. 

Form 2—1/9 coverage. Rate is fire 
sate less 15 per cent. 1/12 coverage. 
Rate is fire rate less 30 per cent. 

Form 3—Fire rate less 40 per cent, 
this being a 1/12 form, and to be used 
only for occupied dwellings. 

When To Use Forms 1 or 2 

If building is leased as a whole for 
term extending beyond expiration of 
policy, or is wholly occupied by owner, 
it is safe to use Form 1, which allows 
minimum rate. Do not use Form 1 on 
buildings likely to be partially vacant 
without explaining to assured that loss 
is adjusted on basis of leases actually 
in force at the time of fire. It would 
be better in such cases to use Form 2, 
which gives complete protection, re- 
gardless of vacancy. The cost is only 
slightly greater. 

If the building can be fully rebuilt 
in nine months or less, make maxi- 
mum coverage 1/9 per month, and write 
policy for nine times monthly rental 
value. If it will require longer time 
to rebuild, full protection will be given 
only by making maximum coverage 
1/12 per month, writing policy for 
twelve times monthly rental value. 

Term rule is the same as for fire. 

Commisgions are same as for fire. 

The following examples are given to 
show the various ways the same build- 
ing can be written, what the relative 
costs are, and what the results to as- 
sured would be under the various cov- 


erages. 
EXAMPLES. 

Ordinary brick mercantile building, 
renting at $200 when fully occupied. 
Fire rate 60 cents per annum. 

A—Form 1. 1/9 per month. 

Amount of policy.. . - $1,800.00 
Rate 60 cents less 25%.. 45 
Premium for 1 year..... 8.10 
Premium for 3 years.... 

B—Form 1, 1/12 per month. 


Amount of policy....:.. $2,400.00 
Rate 60 cents less 40%... 36 
Premium for 1 year..... 8.64 
Premium for 3 years.... 21.60 
C—Form 2. 1/9 per month. 
Amount of policy........ $1,800.00 
Rate 60 cents less 15%... 51 
Premium for 1 year..... 9.18 
Premium for 3 years..... 22.95 
D—Form 2. 1/12 per month. 
Amount of policy.. “me 400.00 
Rate 60 cents less 30%. 42 


Premium for 1 year..... 10.08 
Premium for 3 years.... 25.20 
Under coverage as given in example 
A assured receives on basis of $200 
maximum per month, based on time it 
would require to place building in 
tenantable condition, up to nine months, 
providing actual leases in force at time 
of fire were $200. If one room renting 
at $50 were vacant, he would collect 
a maximum total loss of nine times 
$150 instead of nine times $200. Ex- 
ample B is same as A except that 
policy pays up to twelve months in- 
stead of nine, if replacement requires 
that much time. 
Pig po C gives same protection as 
A, if building is fully occupied, but if 
room renting for $50 were vacant, in- 
stead of paying assured maximum of 
$150 as mentioned above, this would 
pay $200 maximum, regardless of any 
vacancy. Example is same cover- 
age as C except that protection would 
be extended from nine to twelve months 
. replacement required that length of 
ime. 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 





NORTHERN BUYS BUILDING 





Company Gets Sixteen Story Structure 
at William and Fulton Streets, 
This City 





The Northern of London has bought 
for approximately $1,000,000 the 16- 
story office building at the southwest 
corner of William and Fulton streets. 
The building, erected by the Royal 
Baking Powder Company, is of fireproof 
construction, is one of the finest struc- 
tures of its type in the insurance dis- 
trict, and one of the few 16-story build- 
ings on William Street. Under the zon- 
ing laws new buildings cannot now be 
erected on William Street over 10 
stories in height without a setback. 
The purchase of this fine property is 
one of the results of the recent visit to 
this country of Joint General Manager 
Robertson, and is in line with the pro- 
gressive policy of the company. 

A. G. Martin, United States manager 
of the Northern, is to be congratulated 
upon having secured for the Company 
the best available building and one of 
the finest in the district, particularly 
for the company’s local department. 
The property immediately adjoins the 
Underwriters’ Building at 123-33 Wil- 
liam Street in which is located the New 
York Fire Insurance Exchange and 
other insurance bodies. The location 
has the advantage of the subway sta- 
tion at Fulton and William streets. 

The purchase of the property by the 
Northern is of considerable interest to 
fire insurance managers and to the in- 
surance fraternity. Fifteen years ago 
the Northern’s offices were located at 
38 Pine Street which building it sold 
through the Charles F. Noyes Company, 
and the Northern was the first tenant 
to move into the Hilliard Building at 
55 John Street, where it is now located 
under a 21-year lease expiring in 1927. 





ODD TYPE FOR FIRE MARSHAL 


Henry A. Dykeman of Elyria, former- 
ly a druggist and lately assistant man- 
ager of Keith’s theatre in Cleveland, 
has been appointed state fire marshal by 
Governor Davis to succeed William J. 
Leonard of Cincinnati. Beyond these 
slender facts, and that Mr. Dykeman 
was the “original Davis man” in Lorain 
county, nothing is known of the ap- 
pointee in Columbus. 





Francis Merges & Co. have leased a 
portion of the ground floor and all of 
the second floor of the new Union In- 
demnity Building, now being erected at 
100 Maiden Lane. The aggregate rental 
is $250,000. 





INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch 
92 William Street, New York 





EVERARD C. STOKES 


United States Manager 





H.KRAMER 


ADJUSTER 


FOR INSURANCE COMPANIES 
59 Maiden Lane, New York City 


B. M. 
CROSTHWAITE 





AND 








THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real strength of an insurance com- 
pany is in the conservatism its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
CHARLES Af HIGLEY Vice-President 

sis Secretary 
WIL LITA ORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 


NEW YORK 


HOWIE & CAIN, Inc. — Agents 
Metropolitan Distri 
95 WILLIAM STREET, ae YORE 


COMPANY 


Fire and Automobile 
Insurance Specialists 


Lines Bound Anywhere 
in New York State 





45 JOHN STREET 
New York City, N. Y. 


Telephone 5784 John 














Capital: 
| One Milton Dollars 


i. 


LULL 


New Jersey Insurance Co. 
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PROMO conse bs covee OA. 
Vice-President ............. 
Vice-President ........... 
OI, ak aks wkems ac00% 


Head Office: 

40 Clinton St., NEWARK, N. J. 
eae ..--»-- JACOB R. HALL 
bededtadicasce wt. pao 
ing ai aoe NKLIN W. FORT 
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“Oh, I Just Forgot.” 


This worn out phrase is heard again and again. 
But the victim of the disaster is not the only one at 
fault. Spring is coming, and with its approach, the 
Automobile business takes on new impetus and 
momentum. It is the agent’s privilege and duty to go 
out into every nook and corner of the land and prevent 
drivers from being able to FORGET the importance 
of Automobile Insurance. 


S. The Company with the “‘L. & L. & G.’’ Service. 


TArK 


Insurance Co. 


“The Great Fire Insurance Company of the World” 
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A Restaurant Worker 
When Mind Returned 


J. H. EPWORTH NOW ILL IN BED 


Agent Wandered Out to Coast While 
Suffering from Aphasia; Was 
Missing for Days 


The Newark “News” prints this ac- 
count of the return to Nutley of James 
H. Epworth, a New York and New Jer- 
sey agent who was missing for days: 

Five days before Christmas James 
H. Epworth said good-bye to his wife 
and two kiddies at their home, 21 Cot- 
tage Place, Nutley, and started up the 
street for his work in an insurance 
cflice in New York. Two weeks later 
he found himslf a dish collector in a 
San Francisco restaurant. What hap- 
pened in the interim he does not know. 

In a highly nervous condition and 
with his mind apparently yet tar from 
norma , Mr. Epworth reached his home 
last week. He had been traveling by 
easy stages from the coast for more 
than a week. From this place and that 
he had sent telegrams to his wife tell- 
ing of the progress of his journey. He 
could not trust himself, it is under- 
stood, to continuous traveling. 

Mrs. Epworth, with a relative, met 
him late one afternoon at the Pater- 
son Depot of the main line of the Erie. 
His nervous condition was evident as 
he stepped from the train. ‘“Let’s hur- 
ry home, now,” he said, as he settled 
back in an automobile, and there were 
but few words spoken on the way to 
Nutley. 

His story was revealed in a few 
words he spoke after he had rested in 
Led Dr. Albert S. Jackson was cailed 
and advised that Mr. Epworth be not 
bothered with questions. Mr. Epworth 
is stil in bed and may be there for 
some days to come, although the physi- 
cian is confident that his normal men- 
tal and physical condition will soon re- 
turn. 

Statement By Physician 

“After an examination I found Mr. 
Epworth in an extremely nervous con- 
dition,” said Dr. Jackson, “and it is my 
opinion that he has been under a great 
mental strain of some kind which 
caused him to have some brain dis- 
order. He is now returning to his nor- 
mal condition and expects to make 
complete recovery.” 

It was the voice of an old business 
acquaintance that began to bring Ep- 
worth back to himself. He went to a 
table in the restaurant to take away 
some dishes when a man there said: 
“Hello Eyworth! Whdt are you doing 
here?” Just what happened then Ep- 
worth’s family doesn’t yet know—and 
doesn’t care about knowing, now that 
he is home. 

His Going Away 

After leaving home Mr. Epworth was 
seen boarding the 8.30 train on the 
Newark branch of the Erie. He did 
not arrive at his office with the Bern- 
herd Insurance Company, 43 Cedar 
Street, New York. It was thought that 
he might have come to the agency’s 
branch in Clinton Street, Newark, but 
netning of him had been seen here 
either. It was found at the local office 
that a day or so before he had made a 
deposit of the concern’s money, as was 
his custom, in a local bank. 

The police of Newark and surround- 
ing towns were asked by the Nutley 
authorities to help find the missing 
man. The theory from the first ad- 
vanced by friends was that he had lost 

his memory, as there was nothing ap- 
parent about his business affairs or 
heme life to warrant his staying away 
voluntarily. At his home there had 
been the usual preparations for Christ- 
mas, and in the plans for the bringing 
of Santa Claus to the house “Daddy,” 
of course, had a prominent part. 

Not a word of him was heard until 
January 7, when Mrs. Epworth re- 
ceived a telegram from San Francisco. 


It was from her husband and stated 
briefly that his mind was clearing up 
and he was returning home. ‘There 
were no further details. He also sent 
a te’egram to a friend who owed him 
money, asking that the amount be for- 
warded in care of the Western Union. 
A day or two passed without further 
word to the anxious wife. Then the 
telegrams began to come telling of his 
progress homeward. 





SHOULD RATES BE LOWER? 
Massachusetts Board of Appeal Calls 
Past Two Years’ Experience 
No Guide for Future 

In a decision regarding fire insurance 
rates on plants of a number of shoe 
manufacturers in New England the 
Massachusetts Board of Appeal an- 
swered the proposition “The general 
profits of insurance companies during 
recent years justify a reduction in 
rates” in this way: 

“It is» undoubtedly true that in 
Massachusetts the relation between 
premiums received and losses paid 
would indicate a favorable experience 
on Massachusetts business. This is 
due, however, not to a decrease in loss- 
es, which have shown little variation in 
the last five years, but to a notable in- 
crease in premiums received, which in 
the same period have nearly doubled. 
Furthermore, this comparison is at best 
only a rough indication, the proper 
comparison to show the underwriting 
profit on Massachusetts business being 
a comparison between premiums earned 
and losses incurred. Such a compari- 
son the Board of Appeal is in no posi- 
tion to make as it would involve a some- 
what protracted and expensive inquiry, 
and as it may well be doubted if the 
result could be safely followed as a 
guide for the future, inasmuch as con- 
ditions for the last two years are ad- 
mittedly abnormal both as to premium. 
receipts and as to losses. Further- 
more, this inquiry must be limited to 
the specific cases mentioned and we are 
of opinion that on an appeal involving 
specific rates we are not justified in 
initiating an investigation as to the 
need of a general reduction in all rates. 





According to a statement issued by 
State registrar Eynon on January 14, 
the Pennsylvania automobile division 
had issued 292,000 licenses for pneu- 
matie tired motor vehicles. being 96,- 
000 more than on that date in 1920. 
During the week ending January 8 the 
record of tags issued was 101,353. 





SPECIAL AGENT with 
record for getting business, 
experienced .in field work, under- 
writing, and rating; one who can 
give real insurance service to 
policyholders, desires to connect 
with general agency. At present 
Casualty Underwriter for large 
insurance company. 

Address AGENCY, 

The Eastern Underwriter 
105 William Street 
New York City 














BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric.-G. Falls- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 











101 Years of Service 
Losses Paid over $183,000,000 
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RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 


15 William Street 
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Sell Deductible 
Collision, Says Ely 
AND AVOID ~ OVER-INSURANCE 








Brokers Turn Out to Hear Discussion 
of New Automobile Rates 
and Rules 





Edmund Ely, of the Aetna Life, dis- 
cussed the new automobile insurance 
rules and rates before a crowded meet- 
ing of brokers at 100 William Street 
on Monday noon. He made a strong 
plea for deductible collision and against 
over-insurance. There isn’t any money 
in collision insurance, but both the com- 
pany and the public will fare better if 
brokers sell deductible insurance, he 
said. He discussed the situation on 
Fifth Avenue, Broadway and other con- 
gested thoroughfares where the fender 
that is bent is the rule rather than the 
exception and where companies would 
be swamped with minor damage claims 
if such claims were always filed. Talk- 
ing of minor automobile claims, Mr. 
Ely brought up an interesting point, 
saying he doubted very much if they 
come within the heading of insurance. 
insurance, he said, is indemnity against 
a remote contingency. In congested 
cities small damages are enormous and 
insurance should be against a casualty 
which may happen rather than against 
something which may be expected. 

There has been some increase in lia- 
bility rates and some in property dam- 
‘age rates. The experience of the com- 
pany has been worse in the large cities, 
better in the small centers. The colli- 
sion method of rating has been changed 
considerably, and the principal factor 
that has been taken into consideration 
has been the marked depreciation in 
the value of cars. The falling market 
has brought about a greater moral 
hazard not only on the part of dealers 
but owners as well. 

In lisdility insurance, the payroll 
oasis has been retained. There has 
peen a revision of the rule relative to 
ownership of five or more cars. The 
theory now is that the insured should 
keep a record of daily use of his car, 
present it to the company monthly and 
the rate shall be allocated accordingly 
with a proper recognition of the actual 
exposure. With regard to the owner- 
ship of two or more cars rule, the 
charge by the new rate is only twenty- 
five per cent for all additional auto- 
mobiles, whether private, passenger or 
commercial, in excess of the number 
of named drivers. 


Mr. Ely made a plea for uniformed 
traffic regulations so that a driver in 
Newark will recognize the rules of the 
road whether he be in San Francisco 
or in New York. 





THE BUSY ADJUSTERS 





Falling Values Also Add To Their Bur- 
dens; Large Number of Fires 





One of the leading adjusters of New 
York City Was asked to do some work 
hot connected with the adjusting busi- 
ness and his reply which is illuminative 
of fire loss conditions is as follows: 

“You are probably well aware of the 
unprecedented number of losses we 
have had in this territory during the 
last thirty days.. This, coupled with 
the many complicativns that we in- 
variably meet when losses occur on a 
falling and depreciating market, has 
given this office and, I presume, every 
other adjuster in the city all the work 
they can possibly handle. I have not 
had a moment to spare or to devote to 
anything but adjustment work.” 





The Franklin Fire of Philadelphia 
declared the regular semi-annual divi- 
dend of $2.50 per share and the Alli- 
ance of Philadelphia the usual semi- 
annual dividend of 74% per cent. 











LIBERTY UNDERWRITERS OF NEW YORK 


Home Office: Squire Building, Eighty-one John St. New York City 





“a Underwriters Subscriptions $525,000.00 


‘ 


Local Agents with limited facilities can increase 
their underwriting capacity to a considerable extent 
by communicating with Squire Co., Inc., Attorney- 
in-Fact. 




















Wood-Fourth Insurance Agency 
ARROTT BUILDING, PITTSBURGH, PA. 
H. A. LOGUE 


Chairman 
EDW. A. LOGUE, Vice-Pres. 
H. C. NIEHAUS, Treas. 


C. M. LOWRIE, Pres. 
JOS. WINGERSON, Sec’y. 





























GREETINGS 
To Our Agents and Other Friends 


On the threshold of the new year it is natural that 
we should all take stock of our possessions. 











In the inventory of our assets we place first of all 
the good will of our agents and friends, even though 
we cannot include any figures therefor in our annual 
statement. 


We hope our agents and friends regard with equal 
satisfaction their relations with us. 


To all we extend Greetings of the Season and hearty 
good wishes; may the new year cement more firmly 
the bond of friendliness, co-operation and goodwill. 


North British & Mercantile 


Insurance Company, Ltd. 
CECIL F. SHALLCROSS, Manager 


Assistant Managers: 
E. T. CAIRNS W. T. ALLEY 
C. R. PERKINS _C. E. CASE 








R. P. BARBOUR, Secretary 
76 William _ x <4 7 


NEW YORK 














Farmers President 
But 33 Years Old 





QUICK RISE OF PAUL L. HAID 





New Head of Farmers of Cedar Rapids 
Pennsylvania Man; J. F. Donica, 
Vice-President 





Paul L. Haid became president of the 
Jan- 


Iowa state ag- 


Farmers Insurance 
17th; J. F. 
ent for the Continental Insurance 


Company on 
uary Donica, 
Com- 
pany be 


Jenkins, 


comes vicg-president, and C. N 
with the 
mers for forty years, and its seer 
1911, is to that 
under the organization. 
Sturm, secretary 
American Eagle, Continental and Fidel- 
ity-Phenix Fire Insurance Companies 
has been made secretary and treasurer, 
while the success and progress of the 
company is further assured by the 
tion of Henry Evans to the office of 
chairman of the board of directors 
Mr. Haid, while but thirty-three 
has well demonstrated his fit- 
meet his new responsibilities 
most ably. A native of New Castle, Pa., 
he was educated in the public schools 
of Barberton, Ohio, then attended Bel- 
mont Col'ege, Belmont, N. C., 
1904 took his first position in the 


who has been Far- 
tary 
since re-elected office 
Ernest 


the 


new 


and treasurer of 


elec 


years 
of age 


ress to 


and in 
insur 


ance office of Justus Mulert, Pittsburgh 
Pa. In 1906 he went with Smith Ag- 
rew, a local agent in Pittsburgh, and 


Edwards, George 
city, where he 
as clerk, counter- 
In November, 
special 


two years later with 
& Co., in the 
served successively 
man, and special agent. 
1910, he was appointed 
cf the Girard Fire & Marine of 
delphia, covering Western 
Vania and West Virginia. In 
became special agent for Weste« 
Pennsylvania for the Philadelphia | 
Gerwriters, and on July 15, 1914, ae 
cepted the same position and territory 
for the Fidelity-Phenix. In March, 
'918, he was made Executive Special 
\gent for the jAmerican Eag’e, Con 
tinental and- Fidelity-Phenix, at the 
Home Office. He was appointed assist 
ant secretary of the Evans companies 
on January 1, 1919, where his 
came under the supervision of 
Mr. Evans, and during four months of 
that year was in charge of the Pacific 
Coast Department In August, 1920, he 
Was appointed assistant to the then 
president, and under the recent re 


same 


agent 
Phila- 
Pennsyl- 
1312 he 
mn 


work 


c'ose 


organization of those three companies 
on January 1, became secretary of the 
three, and assistant te the Chairman 
of the Board of Directors, Mr. Evans, 
Which position he still retains Mr 
Haid will continue to have his head- 
quarters at the New York offices 

J. F. Donica, who is elected vice- 
president is very well known through- 
cut the State of Iowa through his serv 
ice of some years as state agent for the 


Donica was born and 
Bedford, Indiana. 


Continental. Mr. 
reared on a farm in 
After attending the Indiana University 
for three years he became deputy re- 
corder in Lawrence County, Indiana, in 


1897. Three years later he resigned to 
engage in the Abstract and Insurance 
business as a member of the firm of 


Donica & Dye. In 1903 he went with 
the Ccntinental. 

To Iowans, as well] as to many in the 
neighboring states, the name of C. N. 
Jenkins is synonymous with the Far- 
mers Insurance Company for the two 
have been connected over forty years, 
during which time more than 95 per 
cent of the entire business ever writ- 
ten by the company has been trans- 
acted. 

hH. C. Whitman Resigns 

H. C. Whitman, secretary of the 
Weekly Underwriter Company, has re- 
signed, and has not yet announced his 
future plans. Mr. Whitman’s - work 


_Wwith the “Weekly Underwriter” was 


in the business department, 
has many friends on the Street. 


and. he 
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American Equitakle Assur. Co. 
Bankers & Shippers 

Delaware Underwriters 

Eagle, Star & British Dominions 











INCORPORATED 


INSURANCE AND REAL ESTATE 
BUFFALO, N. Y. 


Offer facilities for writing large lines in Buffalo, N. Y., terri- 
tory, including INSPECTION and ENGINEERING SERVICE. 


We are agents for 


Phenix of Paris 


General Agents Erie and Niagara Counties For 
Norwich Union Indemnity Co. 


London & Lancashire 
Mechanics & Traders © 
Norwich Union 

New Jersey 




















Pennsylvania Specials 
Hear Engineer Hill 


ON TOWN DEFICIENCY CHARGES 








Picric and Nitric Acid Discussions at 
Next Meeting; Talk on Adjust- 
ments Scheduled 





An interesting and well attended 
dinner meeting of the Pennsylvania 
Field Club was held on January 10th 
at the Harrisburg Club, Harrisburg, Pa. 

The meeting was in charge of Presi- 
dent Savage, and after a brief business 
meeting and the election to member- 
ship of Special Agents Ralph R. Taylor, 
National Union; Franklin A. Staats, 
Fidelity-Phenix, and William E. New: 
man, United States Fire, Carlyle H. 
Hill, chief engineer of the Underwriters’ 
Association of the Middle Department, 
was introduced as the speaker for the 
evening, and he came well prepared to 
talk on the subject of Town Deficiency 
Charges under Schedule adopted by the 
Underwriters’ Association of the Middle 
Department for grading cities and 
towns with reference to their facilities 
for fire protection. He purposely pre- 
pared a diagram of a complete water 
works system layout, such as would be 
found in. existence today in cities of 
about 25,000 population, and after re- 
lating and explaining the methods used 
in arriving at the Town Deficiency 
charge, made suggestions for correcting 
the defects charged for in the Schedule. 

Chief Engineer Hill had his subject 
well in hand at all times, and the data 
and information compiled by him for 
transmission to the members of the club 
undoubtedly was gathered by much hard 
work. 

Mr. Hill was followed by P. G. Far- 
quharson, of the firm of Hammond, 


National Liberty 


INSURANCE COMPANY 
OF AMERICA 


{ncoiporated Under Laws of the 


Sta tate of New York ta iam 


Statement, January 1, 1920 


Cash Capital .......$ 1,000,000.00 

Assets. ..........+.. 10,748,246.87 
Liabilities, including 

Capital .......... 1,688,598.89 

Net lus ........ 8,109,647.98 
lus to Policy 

ders .......... 4,109,647.98 

HEAD OFFICE 


109-717 SIXTH A Street, 
NEW YO ee 
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Fire and Marine Reinsurance 


ROSSIA INSURANCE COMPANY 
OF AMERICA 
HARTFORD, CONNECTICUT 


FIRE REASSURANCE COMPANY 
HARTFORD, CONNECTICUT 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 
HARTFORD, CONNECTICUT 


























Bailey & Farquharson, Harrisburg, who 
related to the club his experiences in 
connection with his work for the com- 
mittees of the National Board and New 
York Fire Insurance Exchange on mini- 
mum rates and district charges, in par- 
ticular regarding the survey for the 
compilation of data on the conditions 


of the water supply and pressure in the , 


City of Brooklyn, which survey was 
completed and published December 3, 
1902, and which resulted in the famous 
“pink slip” advance in rates in Brook- 
lyn. He particularly impressed upon 
the members the advance made in ar- 
riving in a scientific way at the town 
deficiency charge and compared the 
modern and scientific method with ‘that 
used some twenty years ago. 

The next meeting will be held at the 
Harrisburg Club, Harrisburg, on Mon- 
day evening, February 7th, and arrange- 
ments are being made to secure as 
speaker a member of the staff of the 
General Adjustment Bureau to give a 
talk on book adjustments. Papers on 
the subject of picric acid are to be read 
by Neale Trout and M. H. Storms and 
on nitric acid by A. S. Gruber and John 
J. Hanlon. 





MIDYEAR MEETING 





National Association of Insurance Ag- 
ents Business Sessions in Cin- 
cinnati March 16-17 





The Midyear Meeting of the National 
Association of Insurance Agents will be 
held at Cincinnati, Ohio, commencing 
with a get-together dinner on the even- 
ing of Tuesday, March 15, with business 
sessions on the two succeeding days— 
March 16 and 17. 

Headquarters will be at the Hotel 
Gibson, which is centrally located and 
fully up-to-date as to accommodations. 

Meetings will be held in the Ball 
Room, which contains ample space for 
the purpose. 





Meet in Philadelphia 
On High Explosives 


MORE LEGISLATION PROPOSED 








Provisions for Storage Regulation and 
Sale; Forty Manufacturers in 
Attendance 





At a conference of about forty firms 
manufacturing or handling high ex- 
plosives in Pennsylvania, held last Fri- 
day at Philadelphia in the Bellevue- 
Stratford, was discussed proposed leg- 
islation to regulate the sale and storing 
and provide for greater safety. The 
Department of Labor and Industry was 
represented by Commissioner C. B. 
Cennolley and Dr. F. D. Patterson, 
chief of the Division of Industrial Hy- 
giene and Engineering; the Depart- 
ment of State Police by’ Major Lynn G. 
Adems; the Bureau of Fire Prevention 
by Major C. M. Wilhelm; and the bu 
reau of Mines by Messrs. Button and 
Hall. 

Coal mining 


interests protested 


‘against the creation of the proposed 


Bureau of Explosives in the Depart- 
ment of Labor and Industry. They con- 
tended that all that was needed was 
an amendment to the existing mine 
law, giving the required power to the 


Bureau of Mines. The State officials 
stated that proposed legislation is not 
aimed so much against responsible coal 
mining companies and other large han- 
Glers of high explosives, as it is in- 
tended to require complete records to 
be kept by small users and dealers. 
The State Police are particularly de- 
sirous to be enabled to trace every 
pound of explosives handled in Penn- 
sylvania from its manufacture until it 
reaches the user. Such police control 
was advocated by R. P. Cameron of the 
Westmoreland Coal Mining Company. 
He said that at times miners emp-oyed 
by the company collect quantities of 
explosives which they carry with them 
when they change their location. 





HEAR BUILDING CODE TALK 

The regular monthly meeting of the 
Smoke and Cinder Club of Pittsburgh, 
Pa.. was held at the Chatham Roof 
Garden, Monday evening, January 10th. 
The club was addressed by John A. 
Ferguson, secretary” of the Building 
Code Commission of the City of Pitts- 
burgh. The speaker has been most 
active in the work of the Commission 
during its three years task of preparing 
and enacting into law a standard build- 
ing code, and his address was both in- 
structive and interesting. 

The famous Clinker Quart-ette again 
pleased the members with their excel- 
lent music. 
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Lively Clash Over 
Auto Insurance Tariff 


MARINE MEN ASK LOWER RATES 





Rating Committee in Western Territory 
Doesn’t Agree With Them; Atlantic 
City Meeting Coming 





Chicago, Jan. 18.—A lively clash be- 
tween the representatives of the ma- 
rine companies and some of the officials 
of the Western Automobile Conference 
marked the meeting of the rating com- 
mittee of the Western Conference held 
in Chicago last week for the purpose of 
revising still further the automobile 
rates in western territory. : 

Along with the reduction of rates in 
country territory and increasing them 
in the cities, the conference companies 
had increased commissions to 25 per 
cent, as against the 20 per cent former- 
ly paid. The marine companies still are 
allowed to pay 30 per cent, but the 
change reduced very materially the dif- 
ferential which they have formerly en- 
a Chicago meeting the marine 
men brought forward a proposal to re- 
duce the country rates almost 50 per 
cent below the schedule already adopt- 
net B. Ives, president of the West- 
ern Conference, attacked this proposal 
vigorously, declaring that the marine 
companies had no interest in the coun- 


- try business and that the proposition 


was advanced merely as a retaliatory 
measure for the reduction of the com- 





FIRST NEW YORK FIGURES 








Schaefer & Sheviin Agency Net Pre- 
miums for Last Six Months 
of 1920 





Schaefer & Shevlin is the first agency 
to announce net premiums for July to 
January 1, 1921, in the metropolitan 
district. They follow: 

Dubuque, New York City, $108,469.88; 
Suburban, $18,705.82; National Reserve, 
$17,872.71; Atlantic City, $13,585.11; Ex- 
celsior, $28,836.05; Hawkeye, $19,415.31; 
Inter-State, $20,040.52. 





ELMIRA CHANGE 
James D. Fleming has become a mem- 
ber of the firm of Brownlow & Com- 
pany, Elmira, N. Y. He has taken a 
half interest in the fire and casualty 
insurance business with Marshal D. 
Brownlow. For years he has been with 
Theodore B. Kolb. Brownlow & Com- 
pany were established in 1911 by Mar- 
shal D. Brownlow and M. EB. W. Brown- 
low. Mr. Fleming was born in Chicago 
and graduated from the University of 
Michigan. For eight years he was em- 

ployed by the Bradstreet agency. 





HEWITT EDITS “VIGILANT” 

Charles A. Hewitt has been made ed- 
itor of “The Vigilant,” which is now 
under new management. He will con- 
tinue as correspondent in New York 
for the “American Insurance Digest.” 
In announcing about the new ownership, 
“The Vigilant” says it will feature 
special articles about weather, travel, 
store and home insurance and offer 
valuable suggestions for the bettering 
of coverage. 





ENTER INSURANCE JOURNALISM 
The new owners of the “Baltimore 
Underwriter” are Frank W. Lawson and 
Walter R. Hough. Mr. Hough is fire 
commissioner and has had twenty-five 
years’ experience on the editorial staff 
of the “Baltimore American” and as 
managing editor of the “Baltimore Ev- 
ening Star.” Mr. Lawson is a well 
known newspaper man and has been 
secretary of the Maryland Association 
of Insurance Agents since January 1. 


mission differential, with the idea of 
putting the companies in a hole, so that 
after a year’s trial they would be glad 
to go back to the old plan. 

The marine representatives resented 
the charges, but Mr. Ives stood his 
ground. The discussion grew intensely 
bitter but both sides finally were cooled 
down by the more conservative mem- 
bers of the committee. 

So far as the Union and Bureau are 
concerned, everything has been ar- 
ranged harmoniously in connection with 
the automobile situation and any men- 
ace to the joint conference agreement 
that might have existed has been re- 
moved. Both organizations have as- 
sumed jurisdiction over automobile 
business. The Union is preparing to en- 
force separation and while the Bureau 
will not use that term, it will have its 
own way of getting the non-affiliated 
companies out of its agencies. 

The question of further readjustment 
of rates has been under consideration 
by the rating committee during the past 
week and any changes which it may 
recommend will be reported to the rat- 
ing committee of the National Confer- 
ence, which has transferred its meet- 
ing of January 24 from Atlantic City to 
Chicago in order to take prompt action 
on the situation in the west. 





Tiffany Watch for Henry E. Wood 

Henry E. Wood, who has been with 
Abn. S. See & Depew, has just cele- 
brated his thirtieth anniversary with 
this enterprising brokerage concern, 
and his office associates have presented 
him with a Tiffany watch. He started 
in as a boy and is now vice-president. 
For years Mr. Wood was one of the 
most remarkably successful placers on 
the Street. So great was the confidence 
in him that leading agency offices need- 
ed only his own word to induce them to 
accept lines. Mr. Wood has also an im- 
portant connection with Walter Walton 
Company, which has a large clientele 
among Southern lumber men. 





Maintenance Insurance 
Ads of A, J. Higgins 


REGULAR 





NOT INSURANCE 





New York Automobile Man Inspecting 
and Repairing Cars for 
$150 a Month 





New York insurance agents were in- 
terested this week in daily paper ad- 
vertisements of the Alfred J. Higgins 
Automobile Co., Inc., which has sales 
rooms on Broadway, in Harlem and in 
the Bronx, and which announced “main- 
tenance insurance for $150 a year.” A 
representative of The Eastern Under- 
writer who called at a Higgins place 
was presented with this circular of the 
Company: 

To the executives responsible for 
the success and development of the Al- 
fred J. Higgins Automobile Co. it has 
long seemed desirable to offer to pur- 
chasers of passenger automobiles, pro- 
tection against excessive maintenance 
cost, to insure to the purchaser both a 
minimum of maintenance cost and so 
fix the amount of this cost that the pur- 
chaser may know a factor of cost here- 
tofore very uncertain. 

We now offer to the purchaser of a 
Stephens Salient Six our plan of main- 
tenance insurance—covered by a main- 
tenance insurance policy. By adding to 
policies insuring against loss by fire, 
theft and collision, our maintenance in- 
surance, the owner of a Stephens Sal- 
ient Six automobile is assured of: 
Monthly inspection, all adjustments, all 
mechanical repairs, all chassis and mo- 
tor parts, all labor charges and ma- 
terials for above and has put motoring 
on a business basis, eliminated all risk 
of excessive expense, and knows to the 
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Be Strong, Be Progressive, Do your Part 


THE CONTINENTAL 
INSURANCE COMPANY 


80 MAIDEN LANE, NEW YORK CITY 


WESTERN DEPT.: 
J. R. WILBUR, 2d V.-P. 
332 South LaSalle St. 
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CANADIAN DEPT.: 
W. E. Baldwin, Manager 
17 St. John Street 
MONTREAL 


PACIFIC COAST DEPT.: 
Cc. E. Allan, Secretary 
Insurance Exchange Bldg. 
SAN FRANCISCO 


penny the cost of the maintenance of 
his automobile. 

All insurance is based on facts and 
averages derived from experience. 

Our experience covering a period of 
years and our carefully compiled 
records of service cost on Stephens 
Salient Six automobiles, form the basis 
of the exceedingly low premium we have 
fixed for this maintenance insurance. 

The Stephens Salient Six has demon- 
strated the correctness of its design 
and because of the practical co-relation 
of its working units to such a high de- 
gree of efficiency we are able to base 
this maintenance insurance on facts and 
averages that make this policy desir- 
able to you and safe for us. 

Details of this maintenance insurance 
are yours for the asking. 





WHERE WOMEN CAN FIT IN 





Good Chance in Agencies To Assist 
Outside Men Close and Hand'e 
Business 





That the fire and casualty insurance 
business offers good opportunities for 
women is the opinion of Harriet E 
Raymond, of Raymond & Raymond, De- 
troit. They can be the connecting link 
between the producer and the office: 
straighten out many a tangle; smooth 
the way for pleasant relations between 
the insured and the agency. In discus- 
sing this subject Miss Raymond, writing 
to “Insurance,” says: 

“In the insurance business the ont- 
side work outranks the inside in im- 
portance and for those who understand 
the subject, who have determination 
and ability, there is almost an unlim- 
ited field for their activities. I would, 
however, like to write a few words re- 
garding those who are not especially 
fitted for that line of endeavor, but who 
are at their best in inside work. To 
those young persons who have a good 
education and who are looking for a 
vocation, I would suggest insurance 
cffice work with a view of mastering 
or learning the underwriting end of at 


_ least one kind of insurance (when the 


learning of other lines will naturally 
fellow). It is a well known fact that 
in many large agencies, the agents or 
producers are spending ‘more time in 
their offices than they desire, or should, 
because there are not enough inside 
people understanding the business, who 
can receive orders, get them into shape 
and issue the policy or policies. It is 
easy enough to secure stenographers, 
typists, bookkeepers, filing clerks, etc., 
but when an agent requires an office 
assistant competent to co-operate with 
him in caring for large or small orders, 
it is very difficult to find a person who 
has the necessary qualifications. It 
seems as if women are especially fitted 
for the many details connected with 
underwriting. 

“If a young woman will enter an in- 
surance office with the determination 
to learn every phase of the business 
as far as she has any connection with 
it, make up her mind from the start 
that she will do better than is expect- 
ed of her; will try and handle all sit- 
vations with common sense (whether 
she has had experience or not); at the 
end of two years she will have acquired 
something of definite value in the busi- 
ress world; furthermore, she will find 
the work interesting and worthy of her 
best efforts.” 





LOCAL CHANGES 

J. R. Maltbie, who for some time has 
been superintendent of the local fire 
department of the Automobile Insur- 
ance Company under J. H. Patterson, 
has assumed the entire supervision of 
this department with the title of sup- 
erintendent. Superintendent F. G. Wis- 
semann will have entire supervision of 
the suburban department. FE. L. Breen 
with the title of superintendent will 
assume entire supervision of the brok- 
ers’ service department. C. H. Vaugh- 
an will have entire supervision of the 
sprinkler leakage, water damage and 
engine breakdown departments. 
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I dropped into the office of a friend 


of mine the other day, a pretty suc- 


cessful chap who does a large business 
in carpets and rugs. 1 found him en- 
gaged with a representative from a 
New York rug manufacturer, and be- 
ing interested in the selling game: I 
listened to more or tess that the sales- 
man said. 

After he had gone out I remarked to 
my friend: “Herbert, is that fellow 
very much of a salesman? He doesn’t 
look like it to me.” 

“Salesman?” replied my friend, “why 
that fellow couldn’t se’l life preservers 
to drowning persons, and yet for some 
reason or other he represents one of 
the largest houses in the business. I 
don’t tnderstand why they keep him; 
he must be a relative of the old man. 

“For instance; I am in the market 
for a thousand rugs and when I asked 
the salesman the price he said: ‘They 
are worth $12 but I don’t suppose you 
would give over $10’ and then, without 
Waiting for me to reply, ‘well, you can’t 
have them for that price, because we 
can get $12 for them and there is not 
apy question about our selling them.’ 

“Look here,’ was my comment, ‘I 
will give you just $10 for those rugs 
right now.’ 

“*You can’t have them,’ he said, ‘and 
anyway I don’t care about selling them 


to vou for we can dispose of them 
easily in other quarters.’ 
“*Yes,’ I said, ‘I guess you could. 


It would be funny if your concern with 


its fifty salesmen could not get rid of 
$12,000 worth of rugs in three months’ 
time, but why don’t you sell -them? 
Why don’t you get the credit for the 
good big sales? Why don’t you put 
my offer right up to your house and 
see What they would say? Don’t stick 
your thumbs in the arm holes of your 
vest, look wise and talk about what 
you'll do.’ 

“To make a long story short, we did 
not do business. I couldn’t with a 
chap like that, and do you know,” he 
continued, “that it is just as big an 
effort to buy goods of the average sales- 
man as it is to get out and sell your 
own stuff? Actually, it takes me some- 
times ha’f an hour to get the ordinary 
selesman loosened up, te put him in 
the mood where he actuaily seems to 
want to sell me. They often have 
about as much magnetism as a mack- 
erel, and appear about as energetic as 
an Edam cheese. Why, it seems some- 
times as though they would fall asleep 
cn my hands! They really don’t seem 
to care a continental whether they get 
an order or not. I think, as I said 
betore. it is less of an effort to go ont 
and sell a hard bill of goods myse!f 
than to undertake to drive a bargain 
with the average salesman, even if I 
held him out the money.” 

My friend was right, and the time 
is very near at hand when these dead 


-ones in the selling class are going to 


be buried, With people sitting up 
nights to improve filing and credit sys- 
tems and paying thousands of dollars 
for adding machines and time regis- 


ters, it is only a short case of wait to 
arrive at the time when ordinary sales- 
men are going to be dispensed with for 
good and all. 


Of course, there are a certain propor- 
tion of men who are kept. because of 
the sake of old times, They may have 
been good once, and perhaps their 
fathers were connected with the con- 
cern before them, and there are some 
good old Christians at the head of con- 
cerns who hesitate to let men depart 
who have been with them a good many 
years, 


But you just wait until prosperity 
gets shaken down a bit and manufac- 
turing concerns, instead of having 
more orders than they can fill, find 
that it is necessary to hustle around 
and find business enough to keep the 
wheels going. That is the time when 
salesmen are going to be called into 
the Private Office and the “Old Man” 
is going to ask leading questions. 
Things will begin to happen fast then 
and the bell will ring for ordertakers 
to “hike.” 


I like to get back to the old Testa- 
ment every once in a while, not be- 
cause I am particularly religious, but 
because it furnishes me with illustra- 
tions which are very much to the point. 

You will well remember that once 
the Chosen People were up against it 
(and they were up against it pretty 
often) to draft an army, get into the 
field and take a few wallops out of the 
Philistines. General orders number 
one instructed Gideon to march his 
command across a small brook toward 
the enemy’s camp. They were to start 
out early in the morning and it was to 
be a hard day’s march. 

If I remember rightly, his further 
instructions ran something like this: 

When the men come to the brook 
to drink make note of these who stoop 
to slake their thirst trom the surface 
of the stream, and those who simply 
stop for a moment to catch up water 
in their hands as they pass. Send the 
former recruits home, the latter are 


— 


the only ones that are fit to be in my 
army. d 

The inference is clear. Those go. 
diers who- felt that they had ple. 
ty of time to sit down by the side of 
the stream, take out their lunch bas. 
kets and start a picnic were the deaq 
ones. 

The real fighters, the chaps who had 
blood in their eye and wanted to close 
up business with the enemy before 
night, didn’t have time for any such 
junket, but would simply catch up a 
little water as best they might in crogs. 
ing, and hurry on toward the firing line. 

The time has about arrived when 
salesmen who camp out in ice cream 
saloons and pool parlors, who make 
themselves comfortable in office chairs 
and cheer every afternoon for the home 
club are going to be sent to the Bench 
and they are going to be joined by the 
chaps who mean wel!, but whose ideas 
of hard work and system have never 
got beyond the short pants stage. 

I am aware that a number of. sales. 
men will read this and poo-pooh the 
idea, but this won’t alter the fact at 
all. There are a good many persons 
teday who think the world is flat— 
but it isn’t. 
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ODD TORNADO LOSS 


Who said the tornado losses were 
confined to the prairie states or in the 
Southwest? Who would imagine a tor- 
nado loss within a mile or two of Great- 
er New York. 

That’s exactly what has happened in 
Fort Lee, New Jersey, across the Hud- 
son from the upper West Side of New 
York where a moving picture concern 
had one of its artificial street sets 
blown down and filed a claim for 
$10,000. 
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Norwich Union Fire Insurance Society Limited 


Local Department, 100 William St. 


Norwich Union Indemnity Company 


45 John Street, New York 


W. G. Falconer, President 


The name NORWICH UNION, in the business community, has long stood for the highest 
honor in all dealings. It has a record of distinguished service to agents and _ policy-hold- 

ers alike. In pursuance of its policy to extend to agents the widest facilities possible the 
Norwich Union Indemnity Company is admitted to twenty-three States and is in a position 
to offer agents and policy-holders service in all Casualty lines as a supplement to the several 
lines of coverage given by the fire Company. In addition to issuing their individual poli- 
cies covering the separate hazards incident to automobiles, these companies issue a 
joined policy when desired, covering all such hazards simultaneously. 


In Union There Is Strength—In Norwich Union There Is Strength Plus Security And Service 


Fire, Tornado, Automobile, Sprinkler Leakage, Use and Occupancy, Rents, Explo- 
sion, Riot and Civil Commotion, Tourist Baggage and all forms of Casualty Insurance. 


J. G. Mays, Secretary 


E. F. Schleyer, Secretary Metropoli- 
tan District 

Oliver Bennett, Asst. Secretary Met- 
ropolitan District 
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How Real and “Phony” 
Protection Differ 


ILLUSTRATE THIS 





CASES TO 





Stock Insurance in Reliable Companies 
Furnish Test of Reliability When 
It’s Needed 





That cheap automobile insurance is 
a poorer speculation than cheap oil 
siock is a point well made by the 
Travelers Insurance Company in the 
current issue of its decidedly up-to-date 
paper, “Protection.” 

The man who plunges in oil risks 
only the money he speculates with, 
while his brother, who prefers cut-rate 
automobile protection at 25 per cent 
below Manual rates to honest protec- 
tion, stands to lose not only the price 
of his premiums, but also the cost of 
eny suits or verdicts which may be 
rendered against him. 

In spite of the fact that there have 
been dozens of these “exchanges” that 
have sprung up, collected thousands in 
premiums, and then faded away ieav- 
ing no trace of either “exchange” or 
premiums, there seem to be still thou- 
sands of men who think they are get- 
ting a bargain if they can purchase a 
policy which promises to protect them 
against their liability, at a lower cost 
than reliable companies, who know the 
business, having been paying claims 
for many years, can afford to write 
this insurance, 

The Travelers pubtishes a letter by 
the president and manager of the 
— — Indemnity Exchange, to a 
policyholder, informing him that he is 
assessed $371.31 on his five policies 

Los Angeles, Cal., August 13, 1920. 
Policies No. 13071, 15073, 15074, 15075, 15076 


e271 2 
1 


Total $371.3 
ective July Ist, 1919, the new insurance 
governing reserves made it necessary for 
il exchanges to maintain the same 
as stock companies writing similar 
Therefore, it becomes necessary for the 
holders of this exchange to pay within 
lays the premium shown above. This 
s in addition to any deposits made 
ude under the above policy and is 
to meet the requirements above men- 
nd our unusually heavy loss experience. 
he ‘essity of this payment is gre atly re- 
gretted by your manager, but kindly bear in 
mind that the saving ‘effected y oe our five 
years of operations has amounted to approxi- 
y 250 per cent had you carried jour in- 
surance with “Board” companies. 
e feel sure this ratio of saving will con- 








t id hope you will comply with this 
call promptly. 

Yours very truly 

—___ INDEMNITY EXCHANGE 
By 
Manager. 

This particular exchange collected 
in 1919 $177,278 of automobile pre- 
miums in the state of California. This 
insurance was written at 75 per cent 
of the manual rates. How this manager 
figures out the saving of 250 per cent 
in five years is difficult for us to un- 
derstand. The policyholder might have 
saved 25 par cent on his automobile 
premiums for that year—but when the 
$371.31 was added to the initial cost of 
the premiums, it’s a pretty safe as- 
rumption that the “Exchange” pre- 
miums for that year totalled nearer to 
150 per cent than 75 per cent Manual 
rates for 1919. And what good is it 
going to do the new policyhoder to 
know how much the “Exchange” saved 
its policyholders in the past five years, 





“STRONG AS THE STRONGEST” 


The Northern Assurance &o. 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departv-ents 


55 JOHN STREET 
HEW YORK CITY 








if it costs him 150 per cent Manual 
rates in the present year? 

But unfortunately for the  policy- 
holders, this is not the whole story. 
In 1919, this “Exchange” claimed that 
their assets, over liabilities, amounted 
to $35,000. But the insurance commis- 
sioners thought differently; they dis- 
covered upon investigation that their 
assets were $90,000 less than their 
liabilities. And also that the attorney- 
in-fact for the “Exchange” was pocket- 
ing commissions on premiums that 
were not yet earned. 

On August 16, 1920, Judge Monroe of 
the California Superior Court, appoint- 
ed the insurance commissioner as liqui- 
dator for the Indemnity Ex- 
change under the act regu’ating the 
liquidation of insurance companies. 
And now this policyholder, who bought 
his insurance at 25 per cent less than 
he would have had to pay for real pro- 
tection, and who was later assessed 
$571.31 “to maintain the same reserves 
as stock companies” will be indeed 
lucky if he is not called upon for 
another assessment to settle the out- 
standing debts and claims of the “Ex- 
change.” More than this, the law holds 
the automobile owner responsible for 
injuries his machine causes, and he 
must pay, regardless of whether he 
carried “insurance,” if the company 
cannot. This looks like hard luck for 
policyholders in this exchange who 
have claims pending. against them. 

As that wise old grocer so truly re- 
marked, when asked the difference be- 
tween cheap eggs and good eggs— 
“Eggs are eggs, till you come to use 
them.” So, the difference between a 
cut-rate policy and one issued by a re- 
liable company may not be at first 
readily apparent. Both of them are 
promises. The test comes when you 
need to use them, 





PARCEL POST AD 





Form of Publicity Used By Albert E. 
Allsopp, of Newark, N. J., 





in Dailies 
Albert E. Allsopp, an agent in the 
Kinney Building, Newark, uses this 


publicity in the advertising columns of 
daily papers in featuring parcel post 
insurance, taking “You Can Now Write 
Your Own Parcel Post Insurance” for 
his headline: 

One of the big insurance companies 
has developed a method for insuring 
parcel post packages which is so easy 
to operate that your office boy can han- 
dle the entire transaction right in your 
own Office. 

For the large shipper there is a meth- 
od called the “open form.” To insure 
a package under this form simp’y enter 
the name of the consignee and the 
valuation of the shipment in a ledger 
furhished by the insurance company 
and drop the package in any mail box. 

Premium payments are made month- 
ly to the insurance company on the 
basis of the total valuation of the ship- 


ments at a rate which varies with the 
line of business. 

(Another method is operated by 
means of coupon books purchased from 
the insurance company, each coupon 
costing five cents and good for $25 
worth of insurance. These coupons are 
placed in the package to be insured 
and the name of the consignee and 
valuation is recorded on the stubs 
which remain in the book. Like the 
open form method, this entire transac- 
tion is performed in your own office. 

Both of these methods are extremely 
simple, and save much time ordinarily 
consumed going to the postoffice. 














Frank V. Cooper Co. 
15 Park Row, New York 


General Insurance Adjusters and Apprais- 
ers for the Insurance Companies. 


Associate Adjusters throughout U. S. and 
Canada. : 
FIRE MARINE 
AUTO LIABILITY 
Subrogation claim handled for Companies. 
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Net Surplus 


JOHN KAY, Vice-President and Treasurer 
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Firemen’s Insurance Co., Newark, N. J. 


January 1, 1920 


EER ee ee $1,250,000.00 


$2,300,392.78 


SURPLUS TO POLICYHOLDERS. $3,550,392.78 


DANIEL H. DUNHAM, President 


A. H. HASSINGER, Secretary 


J. KE. MELDRUM, Assistant Secretary 
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GEORGE SHAW, 11 


Fire, Marine, 
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age, Riot and Explosion In- 
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Sprinkler Leak- 


surance. 


E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEPT. 
JAMES J. GARLAND, 514 Eighth re 7 on Special Agent 
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A. H. TRIMBLE, Prest. 


. 


Capital $400,000.00 





The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 
EDWARD HEER, Sec’y and Treas. 


Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 
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Up-State Specials Kill 
Dollar Fine Scheme 


DISTANCES ARE TOO GREAT 








All Right. for Suburban; Globe & 
Rutgers Special Placed on Con- 
ference Committee 

At the last meeting of the Under- 
writers’ Association of New York State, 
the proposition of dollar fines for vio- 
lations outstanding after thirty days 
was knocked in the head. A few men 
say that the idea is all right for an 
association like the Suburban, but the 
prospect of a special hopping on a train 
in blizzard weather to check up a viola- 
tion in a remote part of the Adiron- 
dacks was anything but pleasing. 

The appointment of Special Agent 
Perry, of the Globe & Rutgers, on the 
conference committee of the associa- 
tion was an incident of decided interest. 
It is said to be the first time that a non- 
union special has figured in the mem- 
bership of this committee. Perry is 
one of the best liked men in the field. 

The last meeting was graced by the 
presence of United States Manager A. 
G. Martin, of the Northern. An interest- 
ing talk was made by Manager Fleming, 
of the conservation department of the 
National Board. 





HOME’S AUTOMOBILE CHANGE 





Will Stop Writing Over Counter Here 
February 1; Agency to C. M. 
Cloud; Franklin Change 





The Home of New York will cease 
writing automobile business over its 
counter in the metropolitan district as 
of February 1 at which time it will turn 
over the metropolitan district agency 
for automobile to Chester M. Cloud, who 
for the last two years has been district 
agent for the Franklin’s automobile de- 
partment in metropolitan territory. The 
Franklin’s agency ia the metropolitan 
territory has been transferred to Taylor 
& Hohe, who heretofore have been ex- 
clusively in the brokerage business. 

Mr. Cloud was formerly manager of 
the casualty department of the Fidelity 
& Deposit at 84 William Street. He 
will be located at 59-61 Maiden Lane. 





L. G. MOSES IN ASSEMBLY 


The year 1921 will be a busy one for 
L. G. Moses, who is right-hand man to 
H. N. Kelsey, United States manager of 
the London & Scottish. He was hon- 
ored in the recent election by voters ‘of 
the 16th assembly district who made 
him their choice for assemblyman. Two 
days a week he spends in Albany and 
the other three and a half takes his 
place as Mr. Kelsey’s right hand, which 
always does good work. 








Co-operative Advertising 
(Continued from page 1) 


Fobes, Beach, Mitchell & Newhall, 
Frank A. Canfield Co., Warren Day & 
Munns, Inc., William Dopffel, P. Frank 
Durkin, Earl BE. Ellis & Son, Greenland 
& Durston, Inc., Alonzo W. Haight, 
Leonard, Turnbull & Johnson, Lowery- 
Cahill Insurance Agency, J. Joseph 
Nash, McGuire & Company, Milton H. 
Northrup Co., C. O. Richards & Son, 
Gere & Stohrer, Inc., succeeding Steph- 
ens, Haun & Durston, Stanley G. Smith 
Corporation, Syracuse Fire Office (Jo- 
seph A. Geyer), Hamilton White. 





CO-INSURANCE CLAUSE oO. K. 





Important Decision Handed Down By 
Appellate Division in This State; - 
Long Litigation 





There was a great deal of satisfaction 
in New York this week because the 
co-insurance clause in fire insurance po’- 
icies was declared valid by the Appel- 
late Division of the Supreme Court. It 
came from a decision handed down by 
Justice Laughlin. The decision was in 
the case of Aldrich vs. Great American. 
The court said in part: 

“It is manifest that the rates of insur- 
ance which it becomes necessary for 
insurance companies to charge, depend 
upon the premiums received and losses 
sustained by them. To the end that in- 
surance rates shall operate equitably, 
the Legislature has by section 65 of the 
Insurance Law provided against dis- 
crimination. It is important both to 
preserve the solvency of insurance com- 
panies and for the equitable application 
of the rates charged for insurance, that 
such rates shall be determined upon 
scientifically. Co-insurance clauses have 
frequently been declared to be just and 
reasonable and entirely consistent with 
the rule of indemnity, for they merely 
require the assured, as a condition of 
receiving a lower premium rate, to 
stand part of the loss himself, where 
he does not take out full insurance or 
insurance to the percentage of the 
value specified.” 





TO TEST JERSEY LAW 

It is understood that court action will 
be begun this week to determine the 
vaiidity of the Insurance Department 
ruling regarding resident agents in 
New Jersey, which ruling is endorsed 
by the attorney general of the State 
and which is depriving a great many 
representatives of companies not domi- 
ciled in New Jersey of their licenses. 
The fire insurance agents say they had 
nothing to do with the origin of this 
action on the part of the department, 
putting it up to the casualty men. 





OHIO RECOMMENDATION 

Columbus, Jan. 20.—Such speculation 
as there may have been over the atti- 
tude of Governor Harry L. Davis toward 
the Ohio workmen’s compensation law 
should have been set at rest by the brief 
declaration on the subject by the new 
governor in his inaugural address. He 
said: 

“A great step forward was taken by 
the last General Assembly in making 


compulsory the operation of the work- — 


men’s compensation act. The protection 
of the workmen’s interests afforded by 
this law must be still further extended 
to supply a need the fulfillment of which 
is urgent. A person who is rendered 
unfit for work by a disease growing di- 
rectly out of the occupation in which 
he is engaged is just as much entitled’ 
to compensation as is the man who is 
injured at his work.” 





BROKERS BACK COMPANIES 
One of the gratifying features of the 
Mississippi situation is the attitude of 
various members of the New York 
Brokers’ Association of New York City 
and loyal support of the companies 
which have withdrawn from the State. 





HINTS TO AUTO OWNERS 

. After a loss by fire of an automobile 
on a highway, the insurance company 
produced a reliable witness who de- 
clared he had seen the owner pouring 
kerosene over the car shortly before 
the fire. This the owner admitted, but 
asserted that he was only “washing the 
car.” The court failed to convict for 
lack of evidence. 





SCHAEFER & SHEVLIN 


GENERAL AGENTS 


New York, H. Y. - 


FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handing Suburban Business 


Phones John 1167, 110 


—— 











17,1 


33,201 


Western Department 
WALTER H. SAGE, Gen’! Mer. 


+6 West M 





“ ‘Office 


ROGERS & HOWES, Managers 
1 Liberty Square, Boston, Mass. 








Great American 
Iusurauce Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


| $5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


91,30 


ET SURPLU | 


11,010,376. 51 
[.678.88 | 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


The Company now owns 
$10,000,000 U.S. Government Liberty Loan Bonds. 


Home Office, One Liberty Street | 
New York City | | 


.NGRAM_ & oe ae meng | 


— 


| 


2.37 





Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street | 
Francisco, California | 
Marine Department 


WM. H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 











Greater Capacity 








for Local Agents 













9 Maiden Lane 





Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Compinies maintaining United States deposits. 
binders given. 


MARSH & MCLENNAN 


Insurance Exchange 
CHICAGO 


1615 California St. 
NEW YORE DENVER 
91 Ferd Bldg. ,302 West Superior St. 
DETROIT DULUTH 


The Best there is in Insurance Service 


Immediate telegraphic 


114 Sansome St. 107 S. Fifth St. 

SAN FRANCISCO MINNEAPOLIS 

263. St. James St. 23 Leadenhall St. 
MONTREAL LONDON 





211th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PACIFICO DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 








BRITISH AMERICA 
ASSURANCE CO. 


Toronto, Canada 


Autom esion—Riots, Civil 
Tire A*Commotions anf Stikes 


lai Statement, January 1, 1920 

Tebiiteies 2 es 

Surplus in United States....... $ y 
Total Losses Paid in —_— 


States from eat to 


inclusive ...... uevocusece 1919 905,071.90 
Ww. B. MEIKLE, one. & Gea. Me. 
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MARINE DEPARTMENT | 








Marine Interests 
Against a Tariff 


PROHIBITIVE RATES 


OPPOSE 





Self-Interest Requires a Stand Against 
Measure Tending to Reduce 
Foreign Trade 





While the tariff question does not 
affect marine insurance directly, un- 
derwriters are watching present devel- 
opments in Washington with much in- 
terest. The Fordney emergency bill 
may not pass, but the testimony sub- 
mitted at the committee hearings and 
and the Congressmen’s attitude toward 
the whole problem will serve to give 
some idea of the course future events 
will take when an overwhelmingly 
Republican Congress has come _ into 
ower. Most marine men voted for 
Harding last November. This does not, 
however, signify that they endorse the 
enactment of a high tariff which will 
reduce the volume of foreign trade, be- 
cause Marine premiums are derived al- 
most wholly from coverage on imports 
and exports, and on hulls engaged in 
overseas trade. 

Conditions are such in Europe to- 
day that a high American tariff will in 
all probability injure this country’s in- 
ternational trade, and fortunately the 
various manufacturing interests are be- 
ginning to realize this. 
war when the United States was a 
debtor nation each year to the extent 
of millions, the effects of a tariff re- 
vision were absorbed easily. Now 
European countries owe us, not mil- 
lions, but billions, of dollars, and their 
only hope of reducing that massive 
debt is through the development of 
trade with the United States, and not 
only that, but they must sell more to 
Americans than they purchase from 
us, or the balance of trade will con- 
tinue to mount up against them. If 
we are to close our markets to foreign 
goods by the passage of a high tariff 
bill, the European nations have only 
one course to take, and that is to cease 


purchasing from us to save themselves 


from eventual bankruptcy. Industrial 
men have long talked of building up a 
foreign demand for their excess pro- 
duction, but how can they reasonably 
expect countries whose credits are al- 
ready strained to the breaking point 
to keep on purchasing American made 
articles and American grown staple 
products, if they are denied the oppor- 
tunity of selling their goods here. In 
the language of the youngster, you 
can’t have your pie and eat it too. 

The warning cry of “cheap foreign 
labor” has lost its significance, and 
America’s industries are-no longer in- 
fants needing protection, says an un- 
derwriter in one of the largest offices 
in the marine district. The outlook 
for marine insurance is depressing 
enough, in his opinion, without having 
te view the ghostly apparition of an 
old-time Republican tariff. The marine 
men are not going to Washington to 
lobby against tariff provisions; they 
are too busily engaged otherwise at 
their offices to be hounding Congress- 
men. But the majority of them wish 
the legislators to know their positions 
on the tariff before a sweeping sched- 
ule is taken up for consideration and 
passed, 

CONKLIN WITH SHIPPERS 

Frederick J. Conklin, former presi- 
dent of the Overseas Underwriting Ag- 
ency, is now connected with the Ship- 
bers Underwriting Agency. He is in 
charge of the hull and Great Lakes 

For twenty years prior to his 
going with the Overseas Mr. Conklin 
was associated with Appleton & Cox, 
and for part of that time was head of 
the Great Lakes department. 





Before the’ 


Bureau May Classify 
Inland Water Craft 


NEW CODE OF RULES NEEDED 





Underwriters Certain That Many Pre- 
ventable Marine Casualties Would 
Thus Be Eliminated 





The American Bureau of Shipping 
may undertake the classification of 
river and harbor craft in the near 
future, according to statements print- 
ed in the first issue of the “Bulletin.” 
a bi-monthly magazine issued by the 
Bureau. In regard to this contem- 
plated extension of its facilities and 
service, the “Bulletin” publishes the 
following: 

The Bureau has had under advise- 
ment for some time past, a proposal 
to extend its classification facilities to 
the vast fleet of American craft en- 
gaged exclusively in commerce on 
navigable rivers and in harbors. This 
traffic is carried on by steamboats, 
towboats, barges of various descrip- 
tions, car floats and canal boats. 

Existing rules for the construction 
of ships under the supervision of the 
various classification societies are con- 
fined exclusively to ocean-going ves- 
sels of various descriptions, and while 
they are in some particulars applica- 
ble to smooth water craft, it is felt 
that a new set of rules, particularly 
applicable to river and harbor craft of 
the types named above would be de- 
sirable. 

This idea has been strengthened by 
the opinion of a number of leading 
marine underwriters, who anticipate 
that the elimination of certain prevent- 
able marine casualties,. would be re- 
flected in the consequent lowering of 
insurance rates on the types of craft 
under consideration. 

Expressions of opinions by a num- 
ber of the prominent boat building es- 
tablishments on the Ohio and Missis- 
sippi Rivers have been already sought, 
and very encouraging replies have 
been received from the majority of 
those consulted, as to the desirability 
of this proposed extension of our clas- 
sification. 

Arrangements are now being made 
by the Bureau for the appointment of 
a special committee to consider and 
recommend a special code of rules for 
the construction and equipment of 
river and harbor vessels, and we would 
be pleased to receive and consider con- 
structive suggestions from all persons 
interested. in the classification and in- 
surance of river and harbor floating 
property. All such communications 
should be addressed to the American 
Bureau of Shipping, No. 66 Beaver 
Street, New York, N. Y., as early as 
practicable. 





BUREAU’S NEW PUBLICATION 





The “Bulletin,” Issued Bi-Monthly, Will 
Disseminate Much Exclusive and 
Useful Marine Information 





Under the title of the “Bulletin” the 
American Bureau of Shipping begins 
this month the publication of a_ bi- 
monthly magazine for the information 
of the public, and its clients, surveyors, 
agents and correspondents throughout 
the world. Much of the foreign news 
contained in the “Bulletin” is absolute- 
ly first hand, having been sent in priv- 
ately by surveyors and agents abroad. 
One of the features of the first number 
is a set of tables summarizing the size, 
number and tonnage of American steel 
vessels. 

In a prefatory statement Stevenson 
Taylor, president of the Bureau, writes 
as follows regarding the purpose of the 
“Bulletin”: “This Bureau, now firmly 








How Marine Insurance Serves Business |if nll 


What Will 


The Jones Act Remedy? 





The facts underlying The Jones Act are more or 


less obscure. 


Of the general public few have a 


clear idea of the conditions that The Jones Act 


was designed to correct. 


This doubtless ac- 


counts for the variety of contradictory opinions 


. 


heard about the benefits or injuries that will re- 


sult from the operation of the new Merchant 


Marine Law. 


Why not get the facts? Nowhere have we seen 
a clearer statement of the facts underlying the 
insurance phases of the Jones Act than the state- i} 
ment of Dr. S. S. Huebner, Expert to the U. S. 
Shipping Board, published in the booklet “The 
Basis of Our Shipping Prosperity.” 


Here in plain business English he tells the insur- i 
ance conditions that the Jones Act was designed 
to remedy. He speaks as an authority and gives 
the facts straight from the shéulder. 


To understand the Jones Act you should read 
Dr. Huebner’s booklet. We will mail you a copy ! 


on request. 


The Washington Marine Insurance 
Company of New York 


MARINE and AUTOMOBILE INSURANCE 
Home Office, 51 Beaver Street, New York 
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Northern Underwriting Agency 
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HUDSON INSURANCE COMPANY 
of New York 
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of Pennsylvania 
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NORWEGIAN ATLAS | INSURANCE CO., LTD. 
istiania 


311 CALIFORNIA STREET 
San Franciseo 

















established as the recognized American 
classification society, has successfully 
classified the great majority of our new 
American ships during the enormous 
demands of the war emergency. It now 
feels that its functions may be legiti- 
mately enlarged in the normal times 
upoh which we have entered, by en- 
deavoring to become a clearing house 
for constructive information relating to 
ship operating, marine underwriting, 
ship construction, and in fact all col- 
lateral functions necessary for the up- 
building and maintenance of the Ameri- 
can merchant marine. This idea has 
been frequently suggested by numerous 
friends and well wishers of the society, 
but for obvious reasons there has, until 
the present time, been little opportunity 
for the accomplishment of this desired 
object. 

“This Bulletin-is therefore presented 
to the American public, interested in 
merchant marine affairs, as the earnest 
attempt at fulfilling the demands along 
the lines enumerated.” 


WHAT IS RACING? 

In the complicated case of the Alli- 
ance Aeroplane Company, Ltd., v. the 
Union Insurance. Society of Canton, 
Ltd., the question arose as to whether 
an airplane taking part in a long dis- 
tance race was at all times “racing.” 
Only a few minutes before the expi- 
ration of the policy, the airplane be- 
longing to the Alliance company was 
wrecked in an attempt to make a 
landing. The owners maintained that 
the flight to Australia in which the 
plane was engaged was not racing in 
their understanding, for, although in 
competition with another, the plane 


performed no operations which could 
be distinguished from ordinary trav- 
eling. The Court decided in favor of 
the insurance company. Incidentally, 
there was question as to the identity 
of the machine covered by the policy. 
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INLAND MARINE LECTURE 





G. H. Reaney, of Aetna, Explains Cov- 
erage Under Various Policies to 
Brokers; Views on Pilferage 





Inland marine lines, including trans- 
portation, motor truck, personal effects, 
and jewelry floater-all-risks policies 
were defined and explained by G. H. 
Reaney, assistant manager of the auto- 
mobile department of the Aetna Life 
and Affiliated Companies at the weekly 
class in insurance held Mondays by the 
Aetna at the New York office, 100 Wil- 
liam Street. These classes are becom- 
ing increasingly popular with the brok- 
ers, young and old, and more than a 
hundred crowded into the small assem- 
bly room to hear Mr. Reaney. 

Mr. Reaney expressed himself as 
being against the writing of pilferage 
risks generally upon motor truck con- 
tents. Losses on inland marine ship- 
ments, like those on ocean cargoes, are 
far too heavy at present to make the 
risk at all profitable for companies to 
desire. Most motor truck owners’ and 
merchants’ losses from pilferage are 
not factors vitally affecting their hysi- 
ness since they know at the beginning 
of each year about how much they may 
expect to lose through thefts. This av- 
erage amount becomes then uninsur- 
able, according to Mr. Reaney, because 
no company wishes to hold the bag to 
catch these sure claims. The compa- 
nies are not in the business for charity 
and so naturally hesitate to buy losses, 
or insure carelessness, as is practically 
the case when an insurance company 
covers theft and pilferage on goods 
transported aboard motor trucks. The 
owner of a truck has adequate means at 
his disposal for praiecting goods carried 
by his employes and there is no reason- 
able excuse why an insurance company 
should relieve him of his responsibility 
at great risk to itself. 





“KRAKOW” DIFFICULT TO SAVE 


Offices interested in the steamer 
“Krakow” are experiencing difficulty in 
getting acceptable bids for the work of 
salving the vessel. The Cuban govern- 
ment has advised the owners and in- 
surance companies that the hull must 
either be removed quickly from its pres- 
ent resting place, where it constitutes 
a technical obstruction to navigation, 
or abandoned to the national govern- 
ment. There appears then, on the 
whole, little hope for the underwriters 
to escape paying a total hull loss on the 
“Krakow,” for according to the bids re- 
ceived it will cost as much or more 
than the steamer is worth to have her 
raised and towed to this country for re- 
pairs. She was so severely damaged by 
the fire that although she was a first 
class vessel from the point of view of 
construction it will probably be less ex- 
pensive to pay the full amount and 
charge it to the loss account than to 
attempt to reduce vhe net claim by 
salving the steamer. 





PACKING SUGGESTIONS 


Underwriters might do well to advise 
manufacturers and exporters, especially 
those handling their own packing, that 
they will find considerable of interest in 
a recent publication of the United 
States Bureau of Foreign and Domestic 
Commerce entitled “Stowage of Ship 
Cargoes.” It is devoted to explaining 
the best types of packing, and the prin- 
ciples and methods of stowing. Copies 
may be purchased from the Superin- 
tendent of Documents, Government 
Printing Office, Washington, for 35 
cents a copy. 





Edward Gurney Buxton, J. P., has 
been appointed deputy chairman of the 
Phoenix Assurance, succeeding the late 
George H. Tuck. 


TURNS DOWN DIRIGIBLES 





National Liberty Draws the Line on 
Impossible Aviation Risks, Says 
Chas. H. Payne 





The National Liberty is refusing to 
write insurance on dirigibles designed 
to make trips from New York to Chi- 
cago or places equally near. Such com- 


paratively short trips, says Charles H. © 


Payne, head of the aviation department, 
are at the present time, impracticable. 
By far the greatest danger to dirigibles 


occurs in landing. Preparations must 
be carefully made and a large crew 
must be kept at landing fields. In case 
of a storm a dirigible must “heave to,” 
as it were, by floating above the storm 
clouds until better weather. Once the 
dirigible is floated into the hangar 
practically all danger is over but ex- 
posed on the ground it is at the mercy 
of the elements. Only for long distance 
flying as from New York to Havana or 
San Francisco can the necessary over- 
head expense be afforded and insurance 
be had. 

For making trips to Clricago and in- 
termediate points, however, the only 
risk insurance companies will consider 
is the large 15 to 20 passenger heavier- 
than-air machine. This can ride through 
almost any weather and on the ground 
can be handled ‘by a half dozen men. 
With such planes on trunk lines and 
smaller planes branching out from main 
cities, collecting and discharging mail 
and passengers from the surrounding 
territory, it will be, and is now, feasible 
to compete profitably with the rail- 
roads. Such a proposition will also ap- 
peal to insurance companies. Flying 
can never be done with profit, commer- 
cially, says Mr. Payne, except on a 
reasonably large scale. When it is con- 
sidered that pilots can not determine 
the suitability of landing places with 
which they are not familiar and that a 
boggy or rolling field is likely to cause 
a wreck, it will be obvious that any air 
transportation project must be large 
enough to provide suitable charts and 
landing fields wherever it intends to 
operate. Meanwhile, all aviation busi- 
ness is experimental and companies are 
charging up losses to expected future 
profits. 





UNDERWRITING SLACK 





Special Risk Business Dead for the Time 
Being; Signs of Industrial 
‘Revival Evident 





Comparatively little. special risk busi- 
ness is being offered in the marine un- 
derwriting offices these days. In fact, 
the let-down is not altogether unwel- 
come because it affords the companies 
and agencies a breathing space in which 
to clear away their reports of last 
year’s transactions. While the business 
stagnation of the last few months has 
cut heavily into the volume of foreign 
trade moving in and out of American 
ports, there are favorable indications in 
financial circles that with a change in 
the national administration a Spring 
revival in industry is expected. 

Until the European nations can ar- 
range for extensions of credit they will 
remain out of the American market for 
general merchandise and restrict their 
buying to the staple products and manu- 
factured articles which they must have. 
At present large quantities of grain, 
flour, lumber and cotton in bulk cargoes 
are leaving our ports, and these staples 
are being bought heavily for export on 
the local produce exchanges for future 
delivery abroad due to the current 
attractive prices. Coal shipments, how- 
ever, continue to show a marked de- 
crease, and coal tonnage is available at . 
extremely low rates. During the Fall 
coal was one of the mainstays of the 
export market. 





Sidney Boulton has been unanimously 
elected chairman of Lloyds; and Arthur 
L. Sturge, deputy chairman. 
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We take pleasure in announcing 
that we are now occupying our new 
building at 47 Beaver Street, New 
York. . 


The steady growth of a conservative but 
forward looking business, which has made 
these larger quarters a necessity, could not 
have been attained without the aid and whole- 
hearted co-operation of our business friends. 
We would be lacking in appreciation were we 
to make this announcement without express- 
ing our grateful recognition of this fact. 


THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 
of New York 


47 Beaver Street 
NY. 
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May Regulate Methods 
For Writing Bail Bonds 


CURE FOR INDEMNITY ABUSES 


Significance of Bail Bond Inquiry to 
Underwriters Pointed Out By 
Judge Simpson 





Conversing with a representative of 
The Eastern Underwriter, a local judge 
stated that the “bail bond investigation” 
now up before Magistrate Simpson in 
the Grand Jury would probably result 
in recommendations to compel insur- 
ance companies to take various steps 
having as their object, indirectly, the 
recovery of stolen goods conceivably 
the basis of indemnity. 

Instigators of the investigation hope, 
presumably, to determine whether the 
practice exists of putting up stolen 
goods against bonds, against indemnity 
for bonds or against other collateral 
for bonds or for indemnity for bonds. 
The basis of the investigation is the 
suspicion, at least, that stolen goods 
have constituted the ultimate basis for 
the issuance of bail bonds, whether or 
not insurance companies or their ag- 
ents have been implicated. 

“The position of an insurance com- 
pany with respect to such goods re- 
sembles that of a pawn broker toward 
the collateral against his loans prior to 
the existence of laws relating to the 
registry thereof for the information of 
the police,” continued Magistrate Simp- 
son. “Although it be absolutely inno- 
cent of collusion with thieves the com- 
pany shuts its eyes to the possibility 
that it is co-operating with them. Just 
as pawn shops were potential agencies 
of thieves, so perhaps with bonding 
companies. Just as the police power 
was invoked to use pawn shops as in- 
struments for tapping the wires of the 
underworld, so perhaps with bonding 
companies. This can be effected, sug- 
gested the judge, at random, by requir- 
ing the insurance companies to investi- 
gate the basic source of the indemnity 
and to make reports to the police.” 

A prominent burglary underwriter re- 
cently stated, as published in these 
columns, that this company was trying 
to watch a man, out on bail for $25,000, 
with the moral certainty that the man 
was trying to steal this amount so that 
he could pay the bond and skip. 

Testifying on the witness stand re- 
cently, Joseph Topper, a dealer in bail 
bonds and agent for the New Amster- 
dam, among other companies, stated 
that once he had received as collateral 
against indemnity $30,000 in Liberty 
bonds and, again, $45,000 in stocks, 
only to discover that they had been 
stolen. In both cases he surrendered 
the bailees and delivered the stolen 
goods to the District Attorney. 

Frequently, said Mr. Topper, he was 
accustomed personally to indemnify the 
company for the assured. In such cases 
he would not receive the collateral for 
Several days after executing the bail. 


Judge Raps Collision 
Insurance Underwriters 


CARELESS ABOUT THEIR RISKS 





Anybody Can Get Insurance, Says 
Brooklyn Traffic Court Magistrate 
in Talk to Brokers 





That city and county officials are ser- 
iously considering “taking steps” to 
stop the writing of collision insurance 
in this city, on the theory that under- 
writers are not using care enough in fur- 
nishing this indemnity and, having it, 
criminal or indifferent chauffeurs are 
reckless with their cars, was a state- 
ment made by Judge Lawrence C. Fish, 
of the Brooklyn Traffic Court in talking 
to the Brooklyn Brokers’ Association a 
few nights ago. Anyway, said the judge, 
companies should be compelled to in- 
vestigate the records of applicants for 
such insurance more assiduously than is 
now the case. ~ 

Just how county or city officials could 
compel companies to stop writing col- 
lision insurance was not brought out by 
the traffic court judge. But he and 
others in authority feel deeply on the 
subject, and that’s the main point. 

From the attitude of arrested auto- 
mobile owners with whom he comes in 
contact—and he meets as many as 700 
in a single day—Judge Fish personally 
believes that collision insurance as now 
written is partly to blame for their in- 
difference toward injuries for which 
they are responsible. 

According to Judge Fish, this evil is 
aggravated by the laxity of license regu- 
lations and the inadequacy of our local 
laws. No legislation worth while, he 
said, has been passed during the past 
ten years. The power of suspension and 
revocation of license should be with the 
traffic courts and not the Secretary of 
State. The former have first hand tes- 
timony and should have summary con- 
trol, whereas the Secretary of State 
takes several months to arrive and hear 
cases. Meanwhile, witnesses disappear, 
interest is lost and the menace to pub- 
lic safety is at large. 

Well, Who Issues These Licenses? 

The public would be amazed to know 
what low types are found among driv- 
ers, said Judge Fish. Former convicts, 
repeated offenders against traffic laws, 
drug fiends and foreigners who can not 
read traffic signs frequently appear in 
Court. And they have insurance. At 
the Brooklyn entrance to the Manhattan 
Bridge alone, there are about 100 col- 
lisions a week, practically all due to 
flagrant carelessness with the cars and 
violation of conspicuous traffic signs. 

Saloon keepers brought on prohibi- 
tion, in the opinion of the Judge, and 








Sometimes the company would accept, 
upon Mr. Topper’s recommendation, the 
indemnity from. other persons, con- 
spicuous among whom was Hyman Al- 
bert, who is said to have served in this 
capacity 100 times during two weeks. 
Companies, however, always turned 
down applications in burglary, pick- 
pocket and prostitution cases, he said. 
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indifferent automobile owners and 
short-sighted insurance men may simi- 
larly bring down the wrath of the pub- 
lic. 

Several suggestions to insurance men 
were made by the Judge, with deference 
to their experience, as to how they 
could further their own interest and the 
public welfare. 
that underwriters do not investigate the 
applicant’s record and his idea is that 
they be required to furnish such a 
record under oath. Underwriters should 
investigate accidents not taken to Court 
and report accidents resulting from 
careless driving to the police. They 
might conceivably have auto patrols, 
as they now have fire patrols, as there 
are only 42 traffic policemen for all 
Brooklyn and Queens. They could as- 
sist in the spread of safety propaganda, 
especially with respect to handling auto- 
mobiles, especially among children in 
the schools. At the request of Judge 
Fish and others the Vitagraph once 
produced films at their own expense on 
this traffic safety scheme and circulated 
them widely. Schools in various cities 
give prizes for compositions on this 
theme, one of the contests bringing to 
light the following: “Stop, look and 
listen, or you'll be among the missin’.” 
Here is a splendid outlet for insurance 
company propaganda. All this is ad- 
visable from the standpoint of good 
business, as tending to reduce rates and 
imcrease the volume. 

At the conclusion of Judge Fish’s talk 
the Brooklyn Brokers announced their 
intention to recommend his suggested 
reforms to appropriate authorities. 





Broker’s certificates have been is- 
sued by the Philadelphia Fire Under- 
writers’ Association to H. Bertman, J. 
W. Camac, Conrad Goldner, A. Lincoln 
Meyers and Sydney T. Sharp, a’'l of 
Philadelphia; also to Thomas Brady, 
Norristown, Pa.; William O. McLean, 
Inc., S. Norwalk, Conn. and Stanley H. 
Young, New York City. 
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E. T. Buckingham Gives 
Advice to Adjusters 


FOURTEEN POINTS ON _ LIST 





Sayer Defends State Fund at Claim 
Association’s Annual Meeting; 
Jones Re-elected President 





Another proposal containing fourteen 
well-defined points, has made its ap- 
pearance. Commissioner Edward T. 


, Buckingham, of the Connecticut Com- 


pensation Commission, offered it to the 
compensation adjusters in the course of 
an address before the New York Claim 
Association at the seventh annual din- 
ner held Wednesday, January 12, at the 
Yale Club. The fourteen points are 
suggestions intended to Help adjusters 
in the settlement of claims because in 
the opinion of Mr. Buckingham there 
is room for improvement in the adjust- 
ing end of the compensation business. 

Here is the schedule of procedure 
mapped out by the speaker: 

1. Don’t hurry on a case; take plenty 
of time in seeking an adjustment. 

2. Be diplomatic in speech; don’t lose 
your temper above all things. 

3. Let the injured person do the talk- 
ing; he will, for he wants to tell you 
all about his injury. 

4. Agree with him in what he says, 
especially at first; avoid arguments. 

5. Treat him fairly; remember that 
the insurance company wants you to. 

6. Place yourself in his position; 
think how you would feel if you were 
seeking compensation. 

7. Be a student of human nature; 
remember that people are different and 
that you cannot treat with everyone 
the same way. 

8. Find something interesting to talk 
about other than the settlement of the 
case; make a friend of the injured per- 
son by dwelling on his particular hobby. 
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9. Be sympathetic; the claimant 
wants sympathy and it costs you noth- 
ing to wish him well and a quick re- 
covery. 

10. Have respect for the position in 
life of the injured; no matter what his 
job may be he is entitled to your full 
consideration. 

11. Have respect for the rights of the 
injured; he is entitled to what you in- 
wardly feel is due him. 

12. Make your settlements speedy as 
possible after a decision is reached. 

13. Do not quote too much law; the 


injured most always will not understand ° 


what you are driving at. 

14. Satisfy the claimant if possible; 
friends among the claimants are the 
best advertisements that an insurance 
company can have. — 

Wants Higher Pay for Adjusters 

Commissioner Buckingham does not 
believe that adjusting is being taken 
seriously enough by either the compa- 
nies or the adjusters. He thinks the 
business is a profession in itself and 
that adjusters should be schooled in‘ the 
fundamentals of claim settling at some 
institution just as other professional 
men receive an early training before 
they are permitted to work independent- 
ly. Moreover, they should receive bet- 
ter pay than they now get, recognizing 
the great responsibility they have in 
awarding thousands of dollars each year 
to injured persons. To prevent adjust- 
ers having an entirely free rein some 
insurance companies require that when 
any large sum is involved an adjuster 
must secure the approval of the home 
office before sanctioning the payment. 
This calling or writing the home office 
irritates Mr. Buckingham. It delays 
settlements, he says, and an adjuster 
who cannot get permission to settle a 
case finally for himself is not fully 
qu lified to continue in that capacity. 

Most of Mr. Buckingham’s talk was 
devoted ‘to an explanation of the suc- 
cessful career of the Connecticut Com- 
pensation Act, in force since 1914. Of 
the board of five commissioners, three 
are lawyers, one a layman, and one a 
doctor, and despite the wide differences 
in their respective professions, they 
most always think along identical lines 
when deciding cases. Each commission- 
er has a district under his sole jurisdic- 
tion, and his awards are final except 
for appeals to the courts. To expedite 
settlements Connecticut has the system 
of voluntary agreements between em- 
ployers or insurance companies and 
claimants, thus eliminating the neces- 
sity for bearings before the Commission 
unless there is a point in dispute. A 
commissioner always reviews each vol- 
untary settlement but rarely changes 
the award. 

There are no restrictions as to what 
employes come under the provisions of 
the act, Mr. Buckingham stated, when 
they number five or more. Employers 
must then insure either with a private 
company Or secure permission to carry 
their own coverage 

The act contains an aggravation 
clause providing that an injury result- 


ing directly from any pre-existing ail- 
ment must be paid for by the employer 
or .the insurance company. This for- 
merly resulted in many persons having 
physical defects being refused positions 
with Connecticut industrial concerns 
due to the hazard involved. However, 
this has been eradicated by the intro- 
duction of a waiver clause, the prospec- 
tive employe waiving the right to re- 
ceive compensation if a future injury is 
traceable to an old-time trouble, but he 
is entitled to receive full compensation 
for any other injury. 
Sayer on New York Fund 

Commissioner Henry D. Sayer, of the 
New York State Industrial Commission, 
spoke in defense of the State Fund and 
the compulsory features of workmen’s 
compensation insurance. By insisting 
upon employers paying premiums into a 
fund, their self interest is aroused and 
they do everything within their power 
to minimize the possibilities of injuries 
to their employes. One of the main ben- 
efits of compensation insurance other 
than relieving the distress of the in- 
jured, is that the payments are guaran- 
teed by the state. Security for the 
settlement of claims is insisted upon 
by the State Commission and during the 
last six years not a single self-insurer 
has failed to pay and compelled the 
state to use funds held by it. 

Speaking particularly of the State 
Insurance Fund, Commissioner Sayer 
declared that it was not fundamentally 
unsound for the state to engage in com- 
pensation insurance. The state, he said, 
owes an obligation to employers to al- 
low them to insure at cost, especially 
as it is mandatory for these employers 
to insure somewhere. Certain ones have 
expressed themselves as being against 
insuring with the private companies 
which seek profit from the business and 
the State Fund supplies that demand 
for less costly coverage. 

Regarding the matter of appeals to 
the courts from the judgment of the 
Commission, Mr. Sayer thinks that 
there may be a narrowing of the broad 
general policy originally intended when 
the State Fund originated and this he 
considers a serious matter, if true. He 
does not advocate State Fund insur- 
ance alone, but he finds the courts ex- 
amining more and more into the awards 
and questions whether that is a sound 
economic proposition. In judicial mat- 
ters, the speaker said the opinions of 
several men are most valuable, but more 
than one cannot exercise the same ade- 
quate, administrative authority that a 
single capable head can wield. 

“I do not view with any alarm an 
appeal for raising the efficiency of the 
department to the highest plane. I 
would like the office managers of the 
companies belonging to this association 
to form a committee for the, express 
purpose of making an examination of 
the adjudication of claims and if pos- 
sible, to report a better and more ex- 
peditious system which would be more 
economical for the carriers, as they are 
the ones who bear the expenses of the 
State Commission. If I have my way, 
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Agent Must Give 
Redress; Not Company 


RIEHLE APPEALS 


JUDGMENT 





Plate Glass Case Involving Right to 

Cancel, Brokers’ Commissions and 

Other Points 

An appeal to the Appellate Division 
was recently made by John M. Riehle 
& Co., of New York, from an order 
and judgment of the Appellate Term 
affirming a- judgment of the Third Dis- 
trict, Manhattan Municipal Court, dis- 
missing on the merits a complaint 
against the London & Lancashire Indem- 
nity. The action was brought by John M. 
Riehle & Co., Inc., to recover $762.86 
from the London & Lancashire Indem- 
nity. The plaintiff is a corporation 
engaged in business as a general in- 
surance broker. The sum sued for, 
$762.86, represents 25 per cent of two- 
thirds of the customary broker’s com- 
mission on a three-year policy of plate 
glass insurance written for a customer, 
the Hotel Astor, by the defendant, 
which customer was produced by the 
plaintiff broker. 








you probably will be invited to organize 
such a committee.” 

Edward J. Cattell, that ever-young, 
optimistic philosopher and statistician 
from Philadelphia, gave one of his usual 
humorous and eloquent addresses. 

T. Carlyle Jones, of the Aetna Life, 
was re-elected president of the New 
York Claim Association, as was also 
C. A. Timewell, Standard Accident, 
treasurer, and A. A. Chapman, Inter- 
boro Mutual Indemnity, secretary. The 
new officers are R. K. Demarest, T. 
Hogan & Sons, first vice-president, and 
W. T. Ard, American Steamship Own- 
ers’ Mutual Association Company, 
second vice-president. About one hun- 
dred seventy-five members and guests 
attended the banquet. Attractive pen 
knives were distributed as souvenirs of 
the occasion. 
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The “Law Journal,” in reporting the 
case, said: — 

“Appellant contends that the plaintiff 
having produced the business, and the 
business having been wholly paid for, 
is entitled to its commission on that 
business for all times. The defendant 
insurance company cannot escape lia- 
bility for the broker’s commissions in 
this case by an improper cancellation 
of the policy of insurance. The defend- 
ant obligated itself to pay commissions 
to the plaintiff. The defendant’s own 
witnesses, Comptroller Batterson and 
the agent, Scanlon, who were qualified 
as experts, admit that the custom in 
the insurance business is contrary to 
the defendant’s present contention. The 
cases of Eckert v. Pathe Freres (174 
N. Y. Supp., 140) and Arndt v. Miller 
(48 Misc. 612) are not authorities in 
point. 

“Respondent contends that section 
122 of the Insurance Law and para- 
graph 7 of the policy give each party 
to a contract of insurance an absolute 
right to effect a concellation at. any 
time. The policy used was a standard 
form. Both parties to the contract, 
therefore, and all parties concerned in 
bringing about the issuing of the pol- 
icy, such as agents and brokers, are 
charged with knowledge of such right, 
and that any interest they may have 
in the policy may be terminated at any 
time by a cancellation. (Degnon v. 
General Accident, Fire & Life Insur- 
ance Company, 146 N. Y. Supp. 360, 
aff’d 221 N. Y., 484; Eckert v. Pathe 
Freres, 174 N. Y. Supp., 740.) There 
was no privity between plaintiff bro- 
ker and defendant company. Plaintiff 
dealt with Scanlon, who was an agent 
with limited authority. The scope of 
his agency was limited by his written 
contract with the company, which was 
the customary form of contract between 
company and agent. The agent could 
not bind the company. to a greater 
obligation toward the broker than to- 
ward himself. Hence the broker, deal- 
ing with Scanlon, may look to him for 
redress, if any, but not to the company. 

“F. Wright Moxley for appellant; 
Matthew Swerling and Frank N. Crosby 
for respondent.” 











Janv 


























THE EASTERN 


UNDERWRITER 





29 





—_—— 











New York Branch of AZtna Life Made 
$2,600,000 Premium Gain Last Year 




















President Morgan G Bulkeley, of the 
Aetna Life and Affiliated Companies, 
and other officers of the company .are 
pleased with the results of the year for 
the New York branch office which is 
under the able supervision of Secretary 
John S- Turn. More than seven hun- 
dred employes are on the New York 








supervising and one chief operator,— 
two girls resting at all times. Special 
forty-drop switchboard maintained in 
automobile department for added serv- 
ice (operates through main  switch- 
board). Private wire to Hartford facili- 
tates handling of bond and foreign risk 
fire business. Aetna’s private exchange 





GUESTS’ REST ROOM—AETNA 


staff and in 1920 the business here 
amounted to more than $8,600,000 net 
gross written casualty premiums (ex- 
clusive of ocean marine,) a gain over 
1919 of about $2,600,000. 

The New York branch office was 
opened at 257 Broadway in 1902. One 
small room was all that was needed. 
Later, the branch moved into three 
rooms at 46 Cedar Street and in 1910 
the business was moved to 100 William 
Street where 9,000 square feet of floor 
space was oecupied. At the present 
time the space is a few feet shy of 50,- 
000 square feet and in a short time 
there will be considerably more space 
in the same building for the Aetna Life, 
including floor selling place for the 


makes average of 5,000 connections per 
day. 

Pneumatic tube system, terminal in 
file room, stations on each ‘floor for 
handling files. Two-thirds of time saved 
for brokers and company when broker 
calls about matter where file must be 
obtained because of speedy delivery by 
tube of any file required as compared 
with messenger service. An average of 
250 files sent out hourly by file depart- 
ment, which also handles daily average 
of 2,100 pieces of filing. Hospital and 
dressing room for compensation cases, 
modern, sanitary improvements, white 
tile walls and floors, operating table, 
surgical equipment and otherwise fully 
equipped. Under supervision of Dr. H. 





HOSPITAL FOR COMPENSATION CASES—AETNA 


convenience of brokers. Description of 
some of the special service equipment 
recently installed at the 100 William 
Street branch by the Aetna Life, and 
other features, follows: 

Automatic intercommunicating tele- 
phone system, relieving switchboard of 
1,300 calls per day, effecting that much 
better service for brokers and others 
calling from outside; maintains private 
exchange with six position switchboard 
carrying forty trunk lines, 222 exten- 
sions and 26 tie lines; telephone operat- 
ing force of six regular, two relief, one 


M. Archer and staff of assistants; clin- 
ics 10 A. M. to 1 P. M., 2 P. M. to 5 
P. M., Saturdays 10 A. M. to 1 P. M. 
with docter and nurse in charge of 
each; this plan brings to company and 
its clients benefit of services of sur- 
geons engaged in active practice; ad- 
vantage taken of progress made during 
war in modern treatment of wounds 
and paraffin treatment of burns, applied 
by electric pump. Twelve thousand 
compensation cases treated here in 
1920. 

A number of hospital units have been 


installed in plants of assured under 
Aetna supervision, a specialized indus- 
trial medical service of great value to 
employers and workmen, and to brok- 
ers in closing orders for insurance on 
important risks. 

White tile and enameled first aid 





125 public liability cases (exclusive of 
automobile); 1,522 automobile loss re- 
ports and 853 miscellaneous loss re- 
ports,—a total for the month of 4,091 
cases. This department has supervision 
over claim cases on all business placed 
in New York office, wherever the loss 








FIRST-AID ROOM—AETNA EMPLOY ES 


room established for all Aetna em- 
ployes, also attractively furnished rest 
room for female workers; nurse and 
assistant in constant charge; apprecia- 
tion of Aetna staff in company’s inter- 
est in their welfare shown in whole- 
hearted co-operation and happy appear- 
ance of employes. 

Special Departments of Interest to 

Brokers 

Safety engineering department with 

staff constantly at work with foremen, 


occurs, the direct service on foreign 
cases being rendered by the claim office 
in whose territory the loss is reported. 
Special Service Rendered 

“Class in insurance,” inaugurated a 
year ago, now attended by aver-ge of 
over 100 brokers at each weekly mcet- 
ing. Insurance press representatives 


and several insurance instructors of 
colleges regularly attend. It is con- 
venient for brokers to learn more of the 


business of insurance; tends to raise 





PRIVATE TELEPHONE EXCHANGE— AETNA 
AVERAGE 5,000 CONNECTION 


superintendents and engineers of 
plants, arranging monthly meetings of 
employes and otherwise affording prac- 
tical service in reducing accidents, im- 
proving efficiency and promoting wel- 
fare work. This department operated 
separately from company’s regular in- 
spection department. 

Brokers information and service bu- 
reau in liability department for special- 
ized aid to brokers in competitive situa- 
tions and in handling large and impor- 
tant compensation and liability risks. 

Compensation rating department for 
aiding brokers in analysis of rating 
data. 

Schedule rating department for simi- 
lar service in fire insurance. 

Brokers’ service department for cen- 
tralized handling of foreign fire risks. 

Miscellaneous 

Aetna’s mail department handled in 
1920 a daily average of 2,661 pieces of 
incoming and 6,191 pieces of outgoing 
mail; operates special policy delivery 
system for quick service to brokers. 

Aetna claim department in month of 
October handled 1,591 compensation and 
employers’ liability reports of accident; 


plane on which business is conducted. 
Co-operation of insurance press great 
aid in success of class. 

“The president’s memorandum” pub- 
lished by Aetna New York office, help- 
ful in mutual competition; over 50,000 
distributed. Brokers state that pamph- 
let is of great aid. 

“Danger Signal’ brokers’ business 
getting posters, also published by this 
office has widest distribution of any sim- 
ilar single pamphlet; 345,000 have been 
delivered to brokers on their requests; 
carries slogan “Your Insurance Man Is 
Your Doctor of Insurance—It Pays to 
Consult Him,” which found much favor 
with insurance fraternity. 

The Aetna Life and Affiliated Compa- 
nies have added the following new lines 
during 1920: aircraft, check forgery, all 
risk jewelry, engine breakage, extension 


_ of water damage to include hydrants 


and street mains. 





C. 8. Marshall, supervising inspector 
of the Travelers, has been transferred 
from Montreal to Cleveland where he 
will have charge of the Ohio district, 
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William Street Philosophy 

The Wastern Underwriter has re 
ceived the following rather pessimistic 
view of William Street: 

What is “William Street” anyway? 
Some people given to deep thought and 
forceful expression say it’s hell sure 
enough. They’re in the automobile in- 
suran¢ge business mostly. That is, if 
automobile underwriting may still be 
called insurance. Some hold that when 
a William Street “underwriter” accepts 
an automobile risk, particularly a New 
York City or subvrban risk, the prob- 
ability that he will not have a claim is 
so remote that the principle of insur- 
ance ceases to function. Nothing func- 
tions except the loss department. 
There’s no “spread,” it’s just a smear. 

In upper Manhattan, which section be- 
came known long after William Street 
had become famous, there are myriads 
of automobile repair and ac(ex)cessory 
headquarters, the owners of which 
would not know where to turn for sus- 
tenance and comfort were anything to 
happen to William Street. To them 
that little lane is cornucopia, a grand 
eleemosynary esplanade in which one 
may for a scrap of paper called a proof 
of loss, receive a portion of assured’s 
contributions, collected from Lubec, 
Maine to Oakland, California. 

When an underwriter sees more than 
one automobile in William Street at the 
same time he begins to feel swishy and 
visualizes a collision claim. He instinc- 
tively feels in his pocket to find out 
whether he shall dine at Farrish’s or 
Lessings. He steps softly by the door 
of the loss department and maybe tries 
to whistle. 

There are three kinds of inhabitants 
in William Street: companies, agents 
and brokers. The companies have to 
get along as best they can for the other 
two tribes are rather inclined to pick 
on them. The agents and brokers find 
great caravans of automobiles, the own- 
ers of which desire only that somebody 
in William Street guarantee their up- 
keep for a year and when an owner is 
tired of one, will give more for the re- 
maining parts than would anybody else. 
The agents and brokers load the compa- 
nies up with this stuff until they cry out 
in gastronomic pain and implore relief. 
Then the agents and brokers call them 
unkind names implying that they are 
not sports. . 

When an agency goes plumb down 
and out, until as David Harum says, it 
“ketches fire” and all its companies 
leave it, the agency announces to a 
sympathetic world that the companies 
are pecans on their underwriting and 
loss adjustments. Then the agents 
form a strong attachment for another 
company that has been anxiously wait- 
ing for a seat in the New York under- 
writing subway and wishes to try the 
little game that for genuine excitement 
has anything between Trinity Church 
and the East River gasping for breath. 

In this respect William Street has an 
almost uncanny hold on underwriters. 
There are always a few more who wish 
to try the beneficent practice of giving 
$1.10 worth for $1 and show a profit 
Dezember 31, while the chimes are ring- 
ing out the old year and the claimants 
are ringing in on the surplus. 

William Street is like a fine canvas; 
it looks best to those at a distance. 
William Street benefits more people 
away from it than it does those in it. 
Most anybody, anywhere, who has any- 
thing much happen to him, that is cov- 
ered by insurance, takes some money 





out of William Street. The “Street” 
pays more money to people to whom it 
owes less than it pays, or nothing, than 
any other institution in America. And, 
by the same token, it gets less thanks. 
William Street money is highly prized. 
Some men will spend $1,000 fighting to 
get $250 from William Street, when 
they never were entitled to more than 
$134.67, as proved by at least two 
appraisals. 

It is fitting that the fire insurance 
center of the New World should be in 
William Street, for the “Street” starts 
within a few feet of where the first 


-great New York fire started—Hanover 


Square, to be exact—and*busted many 
of the companies. However, if it 
weren’t for fires there would be no 
William Street. 

The upper part of William Street 
used to be a city dump because it ran 
close to a swamp called Collect Pond. 
Now the “Street” is a _ national 
receptacle for every kind of de- 
crepit insurance risk that the real 
underwriters in other villages, like 
Chicago, for example, may have in 
stock. But that situation is changing 
somewhat and once in a while a risk 
is turned down. Sometimes the out-of- 
town broker finds that the 7 per cent 
rate quoted on a juicy risk in the A. M. 
has grown to 12 per cent in the P. M., 
while the broker was shopping about 
trying to get 6, the William Street un- 
derwriter having been thinking during 
the interim. This happens every now 
and again. 

There used to be a number of Sso- 
called prominent (not insurance) peo- 
ple living in William Street but they 
moved away:and their homes have at 
intervals since been purchased or op- 
tioned by ‘real estate men. The specu- 
lators are still selling the famous old 
homes and marts of a past age to the 
insurance companies at handsome 
profits. The companies get the money 
from the sale of Liberty bonds, all un- 
derwriting being done at a loss or an 
even break. Few really aristocratic 
fire insurance companies ever especially 
yearned to be permanently housed in 
William Street until space there was 
bringing $6 a foot. 

William Street is not now what it ap- 
pears to be. It is full of false fronts, 
stucco, face brick and “art” glass be- 
hind which there is nothing except an- 
tique building material. 

Life insurance men really never 
thrived in William Street. Life there 
is too hard. They require the more ac- 
tuarial and mortuary atmosphere of 
Broadway and the parks and churches 
uptown. 

Part of what is now William Street 
was originally given a-feminine name 
but when the thoroughfare was made a 
continuous street it was named “Wil- 
liam.” 

fe s* + # 
Elected Vice-President of Bank 

Joseph Pulvermacher, who has just 
been.elected vice-president of the Metro- 
politan Bank, and who is in charge of 
the Maiden Lane branch, which has 
among its depositors hundreds of con- 
cerns and individuals in the insurance 
business, started at the bottom of the 
ladder. After being graduated from the 
Boys High School, Brooklyn, he entered 
New York University for the purpcse 
of studying law and during the vacation. 
of 1902 he took a temporary position 
with the Hide & Leather National Bank 
as a messenger, only intending to stay 
there during the summer months, but 
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“Service, Security and Satisfaction” 
AUTOMOBILE INSURANCE 


Fireman’s Fund Insurance Company of Cal. 
Assets over Eighteen Million Dollars 
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Metropolitan District, Suburban and State oi 
Jersey 


ONE OF THE LEADERS IN AUTOMOBILE INSURANCE 


Leslie W. Winslow, Vice-Pres. 
Phone—John 3291 



















he was attracted by the work and as a 
result of which he remained with that 
institution, which was-then located at 
100 William Street, the present quarters 
of the Metropolitan Bank. The Hide & 
Leather Bank was then merged with 
the Western National Bank and later 
with the National Bank of Commerce 
and Mr. Pulvermacher went with them. 
In 1904 when the Maiden Lane National 
Bank was organized he was offered a 
position as assistant receiving teller, 
which he accepted and during which 
time he still continued his course at 
New York University. The Maiden 
Lane National Bank was afterwards 
taken over by the Metropolitan Bank 
and he has occupied every station going 
through the various departments and 
becoming the credit man in December, 
1917. In October, 1918, he was appoint- 
ed assistant cashier and manager of 
the Maiden Lane branch and at a meet- 
ing of the board of directors held Jan- 
uary 13, 1921, he was elected vice- 
president. Mr. Pulvermacher is also 
secretary of the Berth Realty Corpora- 
tion; treasurer of the Bmanon Holding 
Corporation and the Babylon Rod and 
Gun Club; and sub-treasurer of the 
Bank Clerks’ Co-Operative Building & 
Loan Association. 
* *# & 
Paid For Operation; Disallowed Insur- 
ance Claim 

Because an assured had ear trouble, 
and neglected to mention it in his ap- 
plication for health and accident in- 
surance, a local casualty company re- 
cently disallowed his claim for indem- 
nity for time lost during a nasal opera- 
tion. The doctor who made the exam- 
ination overlooked the ear trouble, but 
when the assured was questioned upon 
tiling his claim he spoke of it. As 
there had been obviously no intent 
upon his part to deceive, the company 
agreed to pay the expense of the op- 
eration but not the insurance. 
” * 7” 


The Maryland in Porto Rico . 
The Maryland Casualty Company en- 
tered Porto Rico in November. “While 


-we do not expect a very large business 


we believe, due to demands in the 
past, our being in a position to write 
business on the Island for our clients 
located in the States will redound to 
our benefit,” says President Burns. 





Among the new bills introduced in 
Albany are acts establishing a bureau 
of old age pension and an employers’ 
liability law. 





C. A. CRAIG, President W. R. WILLS, Vice-Pres. C. R. CLEMENTS, Sec. & Treas. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy — 












“Daily Use Basis” 
For Fleet Insurance 


1921 AUTO CASUALTY RATES 





New Casualty Manual Provides Better 
Cover for Commercial 
Automobiles 





Fleets ef five or more automobiles 
may now be insured on the basis of 
daily use of each car, according to the 
1921 Automobile Casualty Manual, {s- 
sued last Saturday by the National 


Workmen’s Compensation Service Bu- 
reau. The “Daily Use Basis” rule is a 
modification of the “Five or More Auto- 
mobiles” rule of the 1920 Manual, in the 
Private Passenger Section. For every 
day that a car is laid up the owner can 
receive a rebate at the end of the year, 
provided he keeps the proper chrono- 
logical record submitted monthly to the 
company. The principal change in the 
payroll basis rule is that hired cars are 
‘to be written at a rate per $100 of cost 
of hiring, instead of on the basis of 
hours used. 

The charge for incidental delivery 
work by passenger cars has been omit- 
ted, in line with the policy of broaden- 
ing the cover as much as possible. 
Slightly changed provisions apply to 
livery cars, funeral cars and driverless 
cars rented. 

Public liability and property damage 
rates for both passenger and commer- 
cial cars have, in general, been raised 
slightly in cities and reduced in rural 
districts. Collision rates for New York 
City and for expensive cars have been 
increased. Age definitions are now in 
three groups instead of five, agreeing 
with those of fire and theft insurance. 

A summary of important changes in 
pamphlet form, supplementing the man- 
ual, gives the following warning: Be 
sure to review the territory numbers 
and territory definitions in the 1921 
Manual before quoting rates, as changes 
have been made. 

The 1921 Manual is effective for all 
policies attaching on or after January 
1, 1921. It is optional for all policies at- 
taching on and after December 1, 1920. 
Business written and closed in accord: 
ance with the 1920 Manual prior to re- 
ceipt of this Manual need not be dis- 
turbed, however, even though the pol- 
icies were written to attach after Jan- 
uary ist. 
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| CASUALTY AND SURETY POINTERS 


of the United States Health & Acci- 
dent; V. D. Cliff, of the Federal Cas- 


H. W. Corey on Monthly 
Payment Growth 


GREAT PROGRESS IN 35 YEARS 


tional Life; W. G. Curtis, of the Na- 
tional Casualty, and: Alfred E. Forrest, 
of the North American and brother of 
our friend George. L. Porrest, of the 
New York Safety. 

Great Possibilities 

“There is a field for the monthly pay- 
ment plan quite separate, apart and 
different from the field occupied by 
the so-called commercial or yearly 
payment plan. Not every man can 
buy a piano and pay the cash, and not 
every working man can spare from 
his weekly earnings a sufficient amount 
to pay in advance a year’s premium or 
even quarterly on a sufficient sized pol- 
icy to protect his earnings in case of 
disability by accident or illness, and it 
is among this class that the monthly 
payment agents find their own pecu- 
liar field, and there is also the ques- 
tion of insuring housewives, which has 
been solved by the monthly payment 
companies. 

“Among rights that women have ac- 
quired is the right to be insured. I 
-went yesterday carefully over the 
records of our office, and I find that we 
have been carrying over 3,000 house- 
wives on the monthly payment plan 
during the past year, providing them 
with insurance at the rate of $30 per 
month accident and $30 per month sick- 
ness, $200 accidental death and $50 if 
illness shall result fatally for a pre- 
mium of $1.10, and the business has 
not only been profitable, but the loss 
ratio has actually been lower than that 
of men engaged as builders, plumbers, 
masons and kindred pursuits. Clerks, 
stenographers, etc., are, of course. 
written on other forms than that of 
housewives, but the point is that here 
is a class of people, a more consider- 
able number than are obtainable by 
the commercial agent, who desire par- 
ticularly this form of monthly pay- 
ment plan.” 








Why Public Was at First Distrustful; 
Women in Large Numbers Becom- 
ing Insurers 





H. W. Corey, of the Pacific Mutual, 
was one of the speakers at the monthly 
dinner of the Accident & Health Soci- 
ety, held in the Drug & Chemital Club 
and made one of his characteristic 
human interest talks on_ the subject 
of the monthly payment plan. He told 
of the change of attitude on the part 
of the insurance men towards the 
monthly payment plan. He sketched 
the situation as it was thirty-five years 
ago. Continuing, he said: Much prog- 
ress has been made during this more 
than a third of a century since I wrote 
my first application for a monthly 
premium policy. Much was to be 
learned and much unlearned and I am 
sorry to say that for a time there 
crept into this field many forms of 
unlimited payment policies that proved 
detrimental to the business and did not 
do the monthly payment plan any good 
for the time being. ; F 

“Some companies issued policies cov- 
ering only sixteen diseases, most of 
them with unpronounceable names. Some 
policies provided indemnity only when 
the accident was witnessed by two per- 
sons over twenty-one years of age. I 
remember one policy that was issued 
by a company, that provided $500 to 
the assured if he was ‘gored by a bull.’ 
In those days cattle were extensively 
shipped to Jersey City and Hoboken 
for slaughter. One animal actually 
did break away and gored a policy- 
holder. The company, however, inves- 
tigated the claim and their examiner 
returned with a statement that the 
animal was a steer and not a bull, and 
therefore there was no liability on the 
part of the company. Was it any won- 
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Doctor and medicine. 


held, standard forms of policies were 
Amusements . 


adopted with basic full coverage until 


to-day the monthly premium policies ps 
are practically the same as the com- See 
mercial or annual premium plan with Total .......... $....0... 


the exception of course, of a larger in- 
demnity and the slightly higher cost 
of premium charged, plus of course the 
Policy fee. Thus, for instance; in 
class AA, sometimes known as pre- 
ferred, we furnish $100 accident in- 
demnity, $100 sickness indemnity and 


You may “go away” through an acci- 
dent or illness. ‘Are you prepared? 
Have you provided for your family in 
that event. Better think it over. Pro- 
vide for a monthly income through “In- 
come” insurance. 
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The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
HOME OFFICE, 47 CEDAR STREET 
CHARTERED is7s 
Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
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MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 


the conference rates. 
Telephone:—John 5880 Business written only through brokers 


We are open for agencies in New York and Pennsylvania 




















The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 


AGENTS WANTED 


American 
Surety 
Company 





of New York 





$1,000 principal sum for a premium 
of $2.20 per month—plus the policy 
fee covering the first month’s insur- 
ance. In the medium classes there is 





an average of $40 per month accident 
and $40 per month sickness and $500 : 
death for an average premium of $1.55, a ja LY 
together with the usual clauses pro- at 
viding double indemnity in case of 
traveling accidents and an additional $50 
Mm case death shall result from illness, 
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PRESIDENT OF THREE MANUFACTURING PLANTS 
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